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What The Public Thinks About It 


The insurance industry has assumed that one of the best possible 
investments for the average individual is Life Insurance. 













This is probably true. 


Now let us see what the public thinks about it. 







Recently a survey was made among 600 individuals of Milwaukee, 
Wisconsin, representing thirty-four different types of labor and busi- 
ness occupations, by competent persons who personally presented the 
interrogatories, without interest and without any suggestions why the 
data was required or what the answers should be. The question “What 
do you consider the best investment for the average Milwaukee per- 
son?” was answered as follows: 













Ist choice 2d choice 








Government Bonds 154 26% 34 5.6% 
Life Insurance 118 20% 28 4.6% 
Stocks and Bonds 56 9% 13 21% 
Bank Deposits 56 9% 10 1.6% 
Building & Loan 48 8% 5 8% 
Real Estate ao 7% 7 1.2% 
Postal Savings 31 5% 13 2.2% 
First Mortgages 23 4% 2 3% 
Municipal Bonds 14 2.3% 11 18% 
Miscellaneous 10 17% 1 2% 






No answer, do not know 











600 





Total 










There is food for thought in this answer. It would be inter- 
esting to know what people in other localities think about it. It is 
noteworthy that entirely without aid or suggestion so large a per- 
centage of Milwaukee people consider Life Insurance the best in- 
vestment. The job will not be complete until 100% so consider it. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 













Forty-fifth Annual Convention (Fifth International) of the Association of Life Underwriters at Milwaukee, 
September 24-28, 1934. 
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TOMORROW'S 
OLD MEN AND WOMEN 


THE FIVE STAR ANNUITY 


ar = i ee A flexible endowment annuity providing a life income, : | 
a cash estate, elective maturity dates, full insurance | 
to the maturity of the policy, and a low guaranteed 


ad h Li y mea k e premium. Popular as a retirement plus insurance plan. 
OLD MEN AND WOMEN THE RETIREMENT INCOME 1 


. An annual premium deferred annuity—ideal for busi- 

Take thought now for the morrow. Find out ness and professional women whose prime need is an 
income for old age. This plan is also offered as a 
single premium deferred annuity for the convenience 
of lump sum investors. 





how you can guarantee yourself a life income 
— leisure, enjoyment and ease. Use coupon. 


TH ce yea: ey! a ee eae vi THE ADAPTABLE ENDOWMENT 


Fort Wayne, Indiana An extremely flexible endowment maturing at the end 

Sh irs NAME INDICATES ITS CHARACTER, // of twenty-three years. Its many options, useable at 
ee eS ee fi stated periods throughout the life of the policy, make 
Please mail me without obligation the two booklets illus- —_/ ji it especially attractive to young men who do not 

sg beth know what financial problems they may face in the 
future. This plan meets needs now, tomorrow, and | 
20 years from now. | 
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Reprint of an advertisement in Time Magazine, Aug. 6. 


A complete line of life insurance and annuities. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


Fort Wayne. Indiana 
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Now Favor Branch 
System for Loans 


Home Office Departments for Han- 
dling Distressed Properties Be- 
ing Decentralized 


FIND PLAN SUCCESSFUL] 


Territorial Offices May Be Continued in 
Future as Loaning Centers, Re- 
placing Correspondents 


NEW YORK, Aug. 2.—The growing 
cumbersomeness of home office depart- 
ments developed to handle delinquent 
and foreclosed properties in territories 
where loan correspondents’ facilities 
have proven inadequate to the task has 
caused some of the leading life com- 
panies to decentralize their real estate 


_ departments, establishing branch offices 


to take over this function. These of- 
fices have a considerable degree of au- 


| tonomy, making the general run of, de- 
' cisions without referring them to the 


home office except in cases involving 
fundamental matters of policy. 

Such branch offices have already 
shown their worth and the idea is rap- 
idly growing in favor. Particularly in 
the case of the larger companies, it is 
likely that the arrangement will be con- 
tinued as territorial loaning centers after 
the improvement in the real estate situ- 
ation makes the management of fore- 
closed properties a secondary considera- 
tion. It is felt that the personnel of 
these offices, through their experience 
ii property management, will be un- 
—" well fitted to operate as loan 

Build Up Organization 


The history of such arrangements has 
een somewhat the same in all the com- 
panies which instituted them. When 
the handling of foreclosed properties 
8ets to the point where it exceeds the 
Capacity of normal facilities, the usual 
Procedure was to manage the proper- 
tes from the home office, building up 
4 unit of considerable proportions as the 
need for it increased. This work might 
have been done by the loan. correspond- 
om who negotiated the mortgages in 
- first place but most of them had not 
the facilities to handle the volume of 
preclosures which the depression 
Tought about, nor had they the capital 
'o develop the facilities. 

Bs 8rowing size of the home office 
nits, however, brought about undue 
complexity and needless delays. Some 
eeeenies felt that these properties 
= best be handled through branch 
in a where local managers would be 
pay ” contact with their. field of ac- 
oll € pioneers in this decentral- 
aa, movant were the Union Cen- 

. e Aetna Life and the Prudential. 
in ether such branch offices, as a 
as lanent system, will be preferable to 
pg correspondent system is a 

stion somewhat analogous to discus- 





Guardian Life’s Convention 
Is Held at Hot Springs, Va. 


SALES ACTIVITIES DISCUSSED 





Company’s Record for the First Six 
Months Showed Progress in 
All Directions 





The convention of Guardian Life lead- 
ers, held at Hot Springs, Va. was built 
around the main theme of “Present Day 
Sales Activities.” Business sessions were 
held during the morning of all three 
days with Superintendent of Agencies 
F. P. Weidenborner, Jr. serving as 
chairman the first two days, and Vice- 
president J. A. McLain taking over the 
chair for the closing session. 

Among the points brought out by 
Vice-president McLain were some sig- 
nificant highlights in the 1934 record, 
the first six months showing a gain in 
assets of $2,336,819 to bring the total up 
to $100,601,718; a mortality experience 
of but 47.44 percent for the period; a 
good increase in insurance in force dur- 
ing the second quarter of this year; a 
marked decrease in loans to policyhold- 
ers with a 37 percent increase in cash 
repayments of such loans; improve- 
ments in disability and double indemnity 
experience; and a 46 percent increase in 
new paid production for the period. 


New Leaders Club Officers Elected 


Vice-president McLain introduced 11 
recently-appointed Guardian managers 
who were attending their first convention, 
and five managers who had been pro- 
moted to their posts from the field since 
the last convention. Wednesday morn- 
ing’s program brought discussions of 
phases of the general convention theme. 
Glenn Isgrig of Cincinnati, leader in 
paid lives for the past club year, spoke 
on his methods of prospecting. 

The value of organized sales presen- 
tations was advanced by Herman Emde 
of Indianapolis and Dr. Gabriel Schul- 
man of New York discussed the sale of 
income plans with option II of the 
Guardian contract. 

A family income plan was presented 
by John Sutton of Syracuse and W. C. 
Ross of Milwaukee had as his topic, 
“The Sale to Men of Larger Incomes,” 
in which field he specializes. 

Acting as toastmaster at the banquet, 
Vice-president McLain introduced the 
new officers of the Leaders Club 

(CONTINUED ON PAGE 16) 








sions on the relative merits of the man- 
agerial and general agency systems in 
the selling end. There are prominent 
companies doing well with both sys- 
tems and now the leading companies 
are contemplating changing over to the 
branch office plan for handling loans and 
properties. While it is ccntended that 
the branch office manager, being di- 
rectly responsible to the hore office, has 
the company’s interest more closely at 
heart, some feel that the correspondent 
has some distinct advantages, for ex- 
ample, in being able to be more aggres- 
sive in promoting loans among possible 
borrowers, and in employing tactics 
which, while perfectly legitimate, might 
be considered undignified in a life com- 





pany acting direct. 





Program for Atlantic City 
Meet of Fraternals Ready 





RFC CHAIRMAN IS TO SPEAK 





Manager C. B. Robbins of American 
Life Convention, Other Notables 
to Address Congress 





Distinguished speakers are on the pro- 
gram for the annual convention of the 
National Fraternal Congress to be held 
in the Ambassador Hotel, Atlantic City, 
Aug. 20-23. Among these are Chairman 
Jesse Jones of the Reconstruction Fi- 
nance Corporation, President Charles 
Duquette of the Canadian Fraternal As- 
sociation and the Alliance Nationale, C. 
B. Robbins, manager and general coun- 
sel American Life Convention, Actuary 
A. N. Guertin of the New Jersey insur- 
ance department and James Patrick 
MacGregor, K. C.. M. A., of the Sons 
of Scotland Benevolent Association, To- 
ronto. 

Registrations, sightseeing and get-to- 
gethers will occupy most of the first 
day. In addition the various sections 
will hold their annual meetings in the 
morning. 


Sections Meet First Day 


These with presidents are: Presidents’ 
section, Philip Steele, president Chicago 
Fraternal Life Association; secretaries, 
F. W. Hough, secretary Fidelity Life 
Association, Fulton, Ill.; medical, Dr. 
George C. Winterson, medical director 
Woodmen Circle, Omaha; law, E. R. 
Stiles, general counsel Woodmen Circle, 
and press, Mrs. Clara Bender, editor De- 
gree of Honor, St. Paul. 

The banquet will be held the first 
evening, a feature being an address by 
Count Ernesto Russo of Milan, Italy, on 
“America as I Find It.” 

A juvenile demonstration with Mrs. 
Cora E. Phillips, juvenile director Pro- 
tected Home Circle, as chairman, will 
be held the second evening, participated 
in by junior groups of the Maccabees 
and Protected Home Circle. There will 
be an exhibit of activities of juvenile 
departments. 


Conduct Memorial Services 


Memorial services will be conducted 
with Haydn Arrowsmith, vice-president 
Homesteaders Life, Des Moines, as 
chairman, in memory of Mrs. Mary E. 
LaRocca, late national president Wood- 
men Circle and N. F. C.; J. A. Lang- 
fitt, past supreme regent and general 
counsel Royal Arcanum and president 
N. F. C.; Dr. J. W. Graybill, A. O. U. 
W. of Kansas; Dr. J. C. Hanchett, med- 
ical director Maccabees; Dr. J. F. David- 
son, medical director Ben Hur Life; A. 
A. McCain, editor “The Chariot,” Ben 
Hur Life; J. A. Favreau, treasurer 
L’Union St. Jean-Baptiste d’Amerique; 
G. A. Grossman, secretary Lutheran 
Mutual Aid; H. C. Sessions, past_grand 
master workman Ancient Order United 
Workmen; C. L. McKenna, past secre- 
tary Artisans Life Association; W. S. 
Palmer, supreme secretary, and Dr. R. 
S. Heilman, supreme medical director 
Protected Home Circle, and Malcolm 
G. Jeffris, chairman committee on laws 
National Union Assurance Society and 
past president N. F. C. 

(CONTINUED ON PAGE 16) 





Companies Forbid 
Unofficial Tests 


Practice of Informal Medical Ex- 
aminations Brought Adverse 
Selection 


EXPECT BETTER RESULTS 


Abuse of Privilege by Many Agents in 
Grooming Borderline Cases 
Reason for Action 


NEW YORK, Aug. 2.—In-an effort 
to curb adverse selection frequently re- 
sulting from advance “unofficial” med- 
ical examination of applicants, a number 
of prominent companies have notified 
their medical examiners that in future 
the findings of any examinations which 
they make must be turned in and that 
the making of examinations without re- 
porting results will be regarded as cause 
for taking the examiner off the com- 
pany’s approved list. 


The companies always have frowned 
on preliminary unofficial examinations, 
but until now had not taken drastic 
steps against it. The present ban ap- 
plies even if an examiner makes an un- 
official examination for an agent of a 
company other than the examiner’s. 


Experience Is Improved 


A company which has had a rigid ban 
on “unofficials” more more than a year, 
it is understood noted considerable im- 
provement in mortality which is directly 
ascrived to this action. Formerly the 
unofficial examination was not used 
except in large cases but more recently 
its use has been extended to moderate 
sized applications. 

There are, of course, legitimate uses 
for the unofficial. There are tmes when 
an applicant, perhaps because of just 
having passed through a period of phys- 
ical or mental strain, is not up to his 
normal self. If his blood pressure is 
temporarily high or low, for example, 
because of this unusual strain, the agent 
or broker wants to do all he can to see 
that his client’s future chances for in- 
surance are not jeopardized by a record 
based on a temporary condition. 


Led to Bad Practices 


In too many cases, however, the un- 
official examination made it possible for 
the agent or broker to groom his ap- 
plicant to surmount the official hurdle, 
or to go for the official examination to 
an examiner who might have the repu- 
tation for being a little less strict on the 
applicant’s particular type of impair- 
ment. ; 

The examiner himself may be una- 
ware of this leniency. For example, his 
hearing may have grown less keen in 
detecting lung troubles with the stetho- 
scope. But the information that Dr. 
Such-and-such isn’t so tough as the 
average on this or that impairment 

(CONTINUED ON PAGE 16) 
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Salary Basis of Compensation to Agents Will 


Receive Practical Tryout 


The feasibility of putting new agents 
on a salary rather than commission ba- 
sis is due to receive a practical try-out 
shortly, accofding to plans which a 
prominent company has laid down for a 
group of its agencies. 

The question of salaries for agents 
selling ordinary insurance has long been 
a battle-ground for speculation and 
argument. It has taken on renewed in- 
terest in the last few years because of 
the difficulty of getting men of real abil- 
ity to risk their slender capital in a 
strictly commission venture, even though 
the rewards for success were high. 


One Supreme Difficulty 
in the Salary Method 


The company planning to try the sal- 
ary plan for its new agents has recog- 
nized that one of its principal difficulties 
will be to keep its salaried agents on 
that basis, as soon as they become suc- 
cessful enough,to make more money on 
commission. If the company refuses to 
change their basis of compensation there 
is nothing to stop them going to some 
company that would be glad to get them 
on such terms. However, there is a pos- 
sibility that the plan will develop a dis- 
tinct type of agent, one who prefers the 
security of a salary to gambling with 
the uncertainties of a commission, a man 
who would prefer to work steadily un- 
der supervision, earning his stipend, free 
from either the thrill of a big commis- 
sion check or the despair of not know- 
ing where in the world the next com- 
mission is coming from. 


Sales Management Shift 
Is Recognized Today 


Advocates of the salary plan cite the 
general shift of sales management gen- 
erally from strictly commission to a 
salary basis combined with a bonus for 
extra merit. They feel that a change 
to the salary basis would be particularly 





Three Canadians to Talk 


to National Association 











Announcement is made this week that 
three Canadians will address the annual 
meeting of the National Assocation of 
Life Underwriters in Milwaukee, Sept. 
24-28. This year’s convention 1s an 
international one and Canada will be 
well represented on the program. The 
speakers who are announced are John 
Nelson, supervisor of the public rela- 
tions department of the Sun Life of 
Canada; N. B. McKibbin, general agent 
for the Dominion of Canada General at 
Toronto, and Frank Robinson, branch 
manager for the Mutual Life of Canada 
at Montreal. : 

The suggestions that are being put 
forth in behalf of various leaders for 
official positions in the National Asso- 
ciation of Life Underwriters are in_re- 
sponse to a request for such suggestions 
on the part of the committee on nomi- 
nations of which E. A. Crane of In- 
dianapolis is chairman. 

The nominating committee will sub- 
mit the names of one candidate each for 
the office of president, vice-president, 
secretary and treasurer. Then it will 
select not less than 15 nor more than 
18 candidates for the office of trustee. 
There are 12 trustees to be elected. The 
committee sent out questionnaires to 
the various local associations, upon 
which the qualifications of various fav- 
orite sons might be set forth. Among 
those whose names have been presented 
to the nominating committee are Lester 
O. Schriver of Peoria for vice-president; 
Chester O. Fischer of St. Louis and 
>. W. Brailey of Cleveland for trus- 
tees. 





helpful now, as the companies are in a 
better position to finance men than the 
men are to finance themselves. That 
is, if the company has its selection on a 
sound basis, it knows it can take on, 
say, 100 new men, pay them all a salary, 
and get enough business out of the group 
to make the recruiting of them a profit- 
able venture, even though the usual 
number of them fails and is dropped. 

This procedure would spread the risk 
of failure, to some extent. The quickly 
successful man would not make so much 
as on a commission basis, but he would 
not have lost so much if he had proved 
not to be successful. In view of this, 
it is felt by advocates of the salary sys- 
tem that much good material that is now 
passed up could be induced to try out 
in life insurance if recruits knew that 
if they proved unsuited to the business 
they would not have lost their savings 
and would have been at least partially 
compensated for their time. 

Of those opposed to the salary idea, 
some doubt its workability because of 





the difficulty of changing the present 
procedure, however desirable the ulti- 
mate end might be. Others feel that the 
salary plan may be all right for other 
lines of selling, but not for life insur- 
ance, even though the whole system 
could be changed overnight. They point 
to the difficulty of supervising men. 
They feel that the business needs the 
large rewards it pays to the bigger pro- 
ducers. 

Harry Arthur Hopf, senior member 
of H. A. Hopf & Co., management en- 
gineers, of New York City, in an inter- 
view in the: Jan. 19 issue of THE 
NATIONAL UNDERWRITER, strongly advo- 
cated the salary and extra-incentive ba- 
sis for life “agents. He has_ since 
expressed the opinion that it would not 
be necessary to wait until all companies 
or even a large number of them should 
decide to take such a step, but predicted 
that if one company should lead the way 
there would be a veneral movement of 
others in this direction. The idea is one 
that is being given much study. 








Protection for Mortgagees 
Under Frazier-Lemke Act 





T. A. Phillips, president of the Min- 
nesota Mutual Life, dealt with great 
frankness with the company’s financial 
position in a talk he made to the agents 
and general agents of the company dur- 
ing the company convention at Glacier 
National Park. His references to the 
farm mortgage situation are of general 
interest. He read to the convention a 
letter sent recently to a general agent 
of the company who was disturbed by 
the passage of the Frazier-Lemke farm 
bankruptcy bill. His letter gave a calm, 
unimpassioned analysis of what may 
happen under the Frazier-Lemke act. 
Mr. Phillips said that his remarks were 
based on copies of the bill in its pre- 
liminary phases, and newspaper dis- 
patches on changes. 


Operations Are Analyzed 


To understand the Frazier-Lemke 
bankruptcy act it is perhaps well to 
have a preliminary understanding of op- 
erations under the Farm Credit Ad- 
ministration, 

A typical FCA case might be assumed 
as follows: First mortgage held by in- 
surance company, $5,000; accrued. in- 
terest on mortgage, $600; second mort- 
gage, $900; chattel mortgage, $800; seed 
loan, $175; bank, $350; miscellaneous 
debts, $250; taxes, $160. There may be 
accrued interest on all of these items, 
but ignoring that, the total will come 
say, to $8,235. 


All Must Agree Under FCA 


Without the Frazier-Lemke act the 
farmer can now get help from the Farm 
Credit Administration, but this help is 
dependent on all creditors agreeing to 
a scale-down. The FCA will send out 
its appraiser to value the property of 
the farmer. Of course, if the appraisal 
equals the debts, there will be no scale- 
down. Suppose, however, the FCA, or 
the proper authority, will authorize a 
Farm Loan Bank loan of $5,000 and a 
farm commission loan of $2,000, making 
$7,000 in all. The farmer must take 5 
percent of his FLB loan in stock in his 
local lending association, or $250. This 
leaves $6,750 available for debts. This 
is very close to 80 percent of the debts, 
which have been listed at $8,235. 

Without the Frazier-Lemke act, there 
must be an acceptance of the scale- 











down by all creditors. In other words, 
unless the farmer can get in the clear, 
the FCA will not finance him. The 
creditors cannot get their money with- 
out the FCA financing, so that reason- 
able scale-downs are quite freely ac- 
cepted. Each creditor, of course, forms 
his own opinion on whether it is bet- 
ter to go along or not. An important 
feature of the FCA plan is that secured 
creditors must scale down with the un- 
secured, 


Recognizes Priority 


The Frazier-Lemke farm bankruptcy 
act recognizes the priority of secured 
claims. This means the unsecured credi- 
tors will be squeezed out, which has a 
powerful effect on such creditors. The 
creditors thus squeezed out will be the 
merchants, friends, neighbors and bank- 
ers whom the farmer must expect to 
continue to deal with if he stays on the 
place. 

Consent of creditors is not necessary 
under the Frazier-Lemke plan, but they 
have optional courses if a farmer is 
willing to face his neighbors and go 
through bankruptcy. A new appraisal 
will be made under the direction of the 
federal court. If the creditors accept 
this appraisal it represents all that they 
can obtain, even though a change of 


conditions should quickly put the farmer 


on his feet. With the appraisal ac- 
cepted, and the amount the farmer must 
pay thus fixed, he gets a moratorium 
even on that amount. 


Safeguards Not Negligible 


The creditors, however, need not ac- 
cept the appraisal. If they reject it 
they revert to their former status, but 
the farmer still gets a moratorium. The 
debts remain at the full amount, but he 
has five years to pay and interest runs 
at only 1 percent a year. However, he 
must do several things. He must op- 
erate the farm in a proper manner, he 
must keep the taxes paid up, and finally, 
what is not generally realized, he must 
pay rental for the use of the farm. This 
rental is fixed by the bankruptcy court. 

Scare stories of the Frazier-Lemke 
act represented that the farmer could 
stand off his creditors for five or six 
vears while interest ran at 1 percent. 
Naturally there was great alarm among 








creditors. The safeguards for creditors 
however, are by no means negligible. 
Those mentioned are important and 
valuable. 

Life men will understand the ap. 
praisal feature when they consider the 
cash value of life policies under the old 
bankruptcy law. A debtor can retain 
his life insurance by paying or securing 
to the trustee the cash value of the 
policies. If he dies shortly, making the 
policies worth their face value, the trus- 
tee does not get any more. In the 
same way, if the farm becomes yaly- 
able, the increase accrues to the farmer, 


Calm View of the Act 


Mr. Phillips did not go into all this 
analysis but after a brief outline read 
the following letter, indicating the com- 
pany view: 

“As we understand it, a farm debtor 
who wants to take advantage of this 
bill must first of all enter a bankruptcy 
court and be willing to be adjudged a 
bankrupt. That having been done, the 
court then appoints an appraiser or 
an appraisal board which appraises the 
properties involved. If the creditor 
elects to accept this appraisal, the debtor 
is given six years in which to pay the 
amount to the creditor. During this 
term he pays interest at 1 percent and 
his payments on principal are nothing 
for the first two years, I believe; there- 
after 244 percent on principal for two 
years, and 5 percent for the next two 
years, and the remainder of the princi- 
pal due at the end of six years. The 
creditor at all times has the right to 
refuse the appraisal and hence to re- 
fuse the settlement. If the creditor re- 
fuses, the court can give the debtor a 
five year moratorium, during which time 
he must farm the land in good manner 
and keep up his taxes and pay to the 
creditor a rental charge as fixed by the 
court. 

“The bill, as we understand it, ap- 
plies to farmers and not to other classes 
of mortgage debtors and I think applies 
only to farmers resident on their prop- 
erty. 


Attitude of Court Important 


“T do not think that any of us would 
like to go on record at this time as 
guessing how this bill may work. It 
will depend pretty much on these 
things: First, on the willingness of the 
average farmer to go into bankruptcy 
court and be adjudged a bankrupt; sec- 
ond, in the case of those who follow that 
course, the next important question 15 
as to the attitude of the court. If the 
appraisal is one on which the debtor 
and creditor agree, no one is seriously 
hurt. In the other event, if the credi- 
tor refuses to accept the appraisal, the 
operation of the law and its effect will 
depend to a great extent on the att 
tude of the court, which I think can 
reasonably be expected to take as fat 
as possible a position considerate 
both debtor and creditor. If the cout 
fixes reasonable rental terms, it is not 
improbable that the act, after all, may 
have certain salutary effects in the sens¢ 
that such action would appeal to the 
sane element in both the debtor and 
creditor classes, and might. effectively 
quiet the agitator type of farmer a” 
the politician’ who is trying to make 
capital out of his plight. is: 

“We were somewhat apprehensive 
Minnesota a little over a year ago when 
the legislature passed a mortgage mora 
torium act under which a moratortut 
could be granted for approximately os 
years after court review of the any 7 
stances and upon court order. a 
only cases which this company has Mi 
to deal with under the Minnesota a 

(CONTINUED ON LAST PAGE) 
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Peoria Life Case 
Up for Decision 








Final Decree as to Company to 
Take It Over Expected 
Aug. 13 


HEARINGS HELD ON BIDS 





Much Criticism Was Made of the Cor- 
poration Recommended by 
the Receiver 


After conducting hearings for two 
days on the nine proposals for reinsur- 
ing the business of the Peoria Life, 
Judge Daily of Peoria, Ill., set Aug. 13 
for the next hearing on the case. At 
that date he will presumably announce 
his decision. 

The Life & Casualty of Chicago, 
whose bid for the Peoria Life had been 
recommended for acceptance by the re- 
ceiver, was the target of competing bid- 
ders. at the hearings. 

Attorney V. J. Skutt started off in 
behalf of the United Benefit Life of 
Omaha and spent much of his time criti- 
cising the standing of the Life & Cas- 
ualty and Illinois Bankers Life of Mon- 
mouth, Ill., another bidder, in compari- 


son with the situation of the United 
Benefit Life. 


“A” Rating Is Cited 


The United Benefit, he said, operates 
in all of the states in which the Peoria 
Life operated, while the Illinois Bankers 
and Life & Casualty are not admitted 
in several of those states. He said the 
United Benefit had 63 percent of its 
assets in bonds and cash, while the Life 
& Casualty had only 18 percent and the 
Illinois Bankers 14 percent. He classi- 
fied as frozen assets the items of policy 
loans, real estate and mortgage loans. 
The United Benefit, he stated, has 144 
percent of its assets in those items, 
while the Life & Casualty has 79 per- 
cent and the Illinois Bankers 76 per- 
cent. Skutt said the United Benefit is 
| tated “A” by Best while the Life & 
§ Casualty is rated “C” and the Illinois 
Bankers Life is not rated. 

The United Benefit, he stated, has 
no financial problems of its own. He 
said the court should give considera- 
tion to the fact that the Life & Cas- 
ualty had $15,000,000 insurance in force 
at the end of 1932, while at the end of 
1933 it had only $19,000,000 insurance 
in force, although in that year it ac- 
quired $24,000,000 of business from the 
defunct Old Colony Life and wrote 
$11,000,000 new business. He brought 
to the attention of the court the fact 
that the Life & Casualty has an agency 
Corporation, composed of officers of the 
Company, who are given an overriding 
commission. If the court will enter an 
order for termination of the United 
Benefit’s lease out of the Peoria Life 
fund, Skutt said the United Benefit 
would move to Peoria, if awarded the 
business. If that is regarded as an 
unfair proposition, he said that the Life 
& Casualty proposes to move out of its 
home office building in Chicago, which 
'S not entirely rented, and set up its 


head office in Peoria if it is given the 
business, 





Illinois Banker’ Life 


The case of the Illinois Bankers Life 
Was presented by Eldredge Henning. 
He said that the company is licensed in 
15 states and could be admitted in 
others, He said the Illinois Bankers 
Life has the largest premium income 
ot any of the bidders and the largest 
assets. The Illinois Bankers proposal 












Transfer Union Central 
Manager to St. Louis 

















PEARCE H. YOUNG 


Pearce H. Young, Indianapolis man- 
ager for the Union Central Life, has 
been appointed St. Louis manager for 
the company. E. Robert Shannon, New 
Orleans manager, succeeds Mr. Young. 
Indiana will be divided with branch 
offices at Indianapolis, South Bend, Fort 
Wayne and Evansville. 








is to assign all profits on Peoria Life 
business to the Peoria Life fund to re- 
duce the lien until Dec. 31, 1950, instead 
of Dec. 31, 1948, under the United 
Benefit Life and Life & Casualty pro- 
posals. He said the Illinois Bankers 
Life would move to Peoria. 

Gilbert Wagner, Chicago attorney, 

(CONTINUED ON PAGE 14) 





Educator Offers New Plan 
for Agents’ Compensation 


—_——_ 


EXHAUSTIVE TESTS ARE MADE 
Verne Steward of Los Angeles, C. L. U. 
and Lecturer, Publishes Results 
in Book Form 





Bad conditions in the field require 
much educational effort, yet it is not 
impossible to reduce agency turnover to 
a minimum, Verne Steward of Los An- 
geles, consultant in selection and train- 
ing of sales personnel and author of a 
new volume, “The Use and Value of 
Special Tests in the Selection of Life 
Underwriters,” states. Mr. Stewart is a 
lecturer in life insurance in University 
College of the University of Southern 
California. ’ 

Mr. Steward proposes for discussion 
a method of changing the basis of com- 
pensation for life insurance agents. 

“Tf the billions of orphan business 
could be distributed,’ Mr. Steward says, 
“thousands of agents would be supported 
by the renewals.” 

His proposal in brief is: (1) Adhere 
to the New York schedule of first year 
commissions and renewal commissions 
of 5 percent each, or reduce the first 
year commission to, say, 10 percent and 
in lieu pay 3 percent renewals after 
the tenth year. (2) The first year com- 
mission would be regarded as the bonus 
for new production, renewals as compen- 
sation for servicing business never to be 
forfeited to company or general agent. 

(3) Agents would be assigned old 
business to service, receiving income 
therefrom. 

This apprenticeship period would be 
approximately six months, with a re- 
quirement of a minimum of ten cases 
for $50,000 for the period and the pass- 
ing of an examination. 








desirable goal. 


September. 


Paid-for records 
“records” are not! 


are 


Independence Square 





“Perkins” 


A challenge, like an agency contest, supplies, 
very often, just the stimulation needed to reach a 
The latest we have heard was made 
in one of our Pacific Coast Agencies. 
Agent dared two of his associates to pay jointly for 
fifty cases in a four-week period. They boasted they 
could. After much bickering this wager was agreed 
upon :—If the two men won, the General Agent should 
valet them across the continent, on board train, to 
Swampscott, where our Convenion will be held in 
If they lost, 
him. After a fortnight or so the men began to be 
chesty, and in asides intended for their General Agent 
to hear they would refer to him as “Perkins.” They 
won, and they will exactingly ride “Perkins” as all 
three ride to New England. 


We noted that the fifty cases were to be paid-for, 
and not merely applications. 
real—emphatically, 


Sd 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


The General 


they should jointly valet 


This is as it should be. 
written 


Philadelphia 














Practical Course 
Taken by Bureau 


Chicago Agency Building School 
of Research Body Exemplifies 
Training Methods 


COMPANY MEN ATTENDING 


Great Need Found to Be Education of 
Agency Heads to Lead Agents 
to Success 


Modification of the line of attack of 
the Life Insurance Sales Research Bu- 
reau of Hartford on the problem of 
agency selection and training, from the 
old idea of more of a laboratory ex- 


periment and analysis, fact-finding 
search and development of scientific 
methods of finding and _ educating 


agents, to more practical methods based 
on principles already proved successful 
through research and tests of the last 
few years, is evident in the agency 
building school being conducted in Chi- 
cago July 30-Aug. 10. 

J. M. Holcombe, Jr., manager; H. G. 
Kenagy, assistant manager, L. J. 
Doolin, head of the home office service 
department and five others of the bu- 
reau staff are in attendance throughout 
the sessions. 


Practical Discussion Method 


The attitude of the bureau men now- 
adays is not so much that of lecturers 
as of advisers in open discussions. It 
is realized a great deal is to be done in 
training general agents and managers 
how to select and train their agents. 
Each problem is individual and calls 
for a tailor-made solution. 

This school, which is the last this 
season before the annual meeting of the 
Research Bureau and Life Agency Offi- 
cers in Chicago, is largely based on dis- 
cussions. Those attending are urged to 
indicate the subjects which they want 
discussed. _ Managers, general agents 
and supervisors take notes on subjects 
interesting to them with a view of pre- 
paring before the end of the school a 
complete agency program to be taken 
up, criticised and worked over with the 
bureau staff. The program of each man- 
ager will be one he has prepared in the 
light of his own experience, the needs 
of his own agency, the technical ob- 
servations of the bureau men. 

The whole bureau plan of contact 
with the field now is essentially prac- 
tical. Nothing is recommended that 
has not been time tested. 


Still Carrying on Research 


From the purely scientific side, Man- 
ager Holcombe and his assistants are 
keenly interested in such activities as 
psychological studies, fact-finding sur- 
veys, etc. But these are looked upon 
as the raw material from which later 
successful agency methods may be built. 

Bureau men believe that most general 
agents and managers need a great deal 
of help in the field of specific, definite 
methods of training their men, in the 
technique of it, how to go about it, the 
teaching of life insurance building. 
Heretofore it generally has been as- 
sumed that because a man was success- 
ful as a life salesman he could teach 
others how to sell. 

The general agents and managers 
secondly need definite organization of 
their own work. The catchword of the 
day is time and effort control, but it 
has been found this has been imposed 
by the agency heads more upon their 
men than upon themselves. Thirdly 
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Oklahoma Seen as Paving 
Way for a Robertson Law 


OKLAHOMA CITY, Aug. 2.—At- 
torney General King has asked Com- 
missioner Read for his latest report on 
the premiums of companies outside of 
the state licensed in Oklahoma. 

Information obtained by the attorney 
general Monday from the insurance de- 
partment revealed that 88 foreign life 
companies collected $23,839,038 in pre- 
miums in 1933 and made no loans in 
Oklahoma. The attorney general is 
writing tg each company requesting in- 
formation as to the total amount of 
real estate loans they hold in the state 
and the date the last loan was made. 

All this information he considers im- 
portant to a plan which he said would 
be of mutual benefit to the companies 
and the state. Although he declined to 
reveal the exact nature of the plan it is 
believed that unless the companies do 
so voluntarily he will favor passage at 
the next legislature of a law that would 
require them to invest part of their 
state premium collections in Oklahoma. 
This would be similar to the Robertson 
law of Texas, which has deterred most 
of the large companies from operating 
in that state. 


Negro Association Meet 
Was Largest in History 


Delegates of 25 companies attended 
the National Negro Insurance Associa- 
tion convention at Richmond, Va., last 
week. It was the largest meeting in 
the history of the association. Durham, 
N. C., was chosen for the meeting next 
year. In that city the association was 
organized 12 years ago. The North 
Carolina Mutual Life will be host. 

New officers are: President, G. W. 
Cox, North Carolina Mutual Life; vice- 
president, W. S. Scott, Guaranty Life, 
Savannah; secretary, W. E. Stewart, 
Supreme Liberty Life, Chicago; treas- 
urer, J. A. Blume, Winston Mutual Life, 
Winston-Salem, N. C.; chairman exec- 
utive committee, B. G. Olive, Jr., Uni- 
versal Life, Memphis; statistician, Cyrus 
Campfield, Atlanta Life; actuary, A. T. 
Spaulding, North Carolina Mutual Life; 
chairman medical directors section, Dr. 
M. O. Bousfield, Supreme Liberty Life; 
general counsel, Harry H. sana Su- 
preme Liberty Life. 


Report on Pilgrim National 


The Illinois department has made a 
report on the examination of the Pil- 
grim National Life of Chicago, organ- 
ized under the assessment laws. It has 
its office at 166 West Jackson boule- 
vard, Chicago. It was licensed Nov. 8 
jast year. It writes life insurance on 
the ordinary plan. J. W. Weldon -1s 
president and treasurer, A. F. Seelig, 
vice-president, and W. D. Hunnell, sec- 
retary. As of May 1 liquid assets are 
$1,621, surplus $15,913. It has $205,900 
insurance in force. 

There was contributed $26,650 as a 
guarantee fund at the start. 

The department in its findings states 
that the investment of the funds for 
mortgage loans should be discontinued 
temporarily at least in order to improve 
the cash position. The report says that 
investments made in the future should 
be in securities of a more liquid nature 
in order to diversify the holdings. All 
officers and employes charged with the 
handling of funds should be properly 
bonded. All agents should secure im- 
mediate license. Mortgage loans repre- 
sent 85 percent of the assets. As of 
May 1 its cash resources were $763. 
All insurance written in excess of $500 
is reinsured in the Lincoln National. 
The company has a general agency con- 
tract with the All State Agency Cor- 
poration under which there are nine 
agents now writing business. All officers 
and agents affiliated with the All State 
Agency Corporation are Negroes. In 
addition to this agency arrangement, the 
company has also contracted with six 
individual agents. 








Minnesota Mutual Meeting Notes 








President T. A. Phillips rather startled 
the agents by the openness with which 
he discussed the company’s financial 
condition. He dealt fully with the farm 
mortgage problem. He not only antici- 
pated some losses, but showed how they 
would occur and estimated the amount, 
already well covered by the contingency 
reserve. 

* * x 

John J. Holmes, Montana 
commissioner and state auditor, wel- 
comed the convention to the state. He is 
an old Minnesota Mutual man and famous 
for his flow of stories. In the lobby he 
told one of the “ould sod” that made 
John Boyle, county Donegal, who had not 
appeared to be listening, sit up and gasp, 
to the great amusement of the crowd. 
Boyle is general agent at Chicago. 

* * * 

Boyle, Holmes and Martin Navin, an- 
other general agent at Chicago, all grew 
up in Ireland and the thin mountain air, 
except in valleys, could hardly carry the 
rich brogue. Holmes is from Roscom- 
mon and Navin from Mayo. 

* *K * 

E. W. Randall, chairman of the board 
of the Minnesota Mutual, operates with 
the serene leisure of a born organizer. 
He knows that the work will be well 
handled. The Minnesota Mutual has few 
changes in its executives except as the 
growth of the company makes promo- 
tions necessary. 

* *K OK 

Mr. Randall pays a pleasing tribute 
to 0. J. Lacy, who as executive vice- 
president of the Minnesota Mutual was 
chosen to head the California-Western 


insurance 





States Life of Sacramento. Mr. Randall 
said that as soon as Mr. Lacy’s name 
was mentioned for the position he knew 
they were going to lose him, that his 
training, experience and accomplish- 
ments made him the ideal man for the 
latter company. 
* * 

The convention crowd included some 
high grade musical talent. The congre- 
gational singing was lead by R. W. 
Harper and O. E. Bowman of the Hoon 
agency at Denver, numbered among the 
radio talent until they turned to life in- 
surance. Tuesday evening Mrs. F. C. 
Wangler of the San Antonio delegation 
gave a number of songs from. the 
“Student Prince’ when the crowd gath- 
ered for dancing after the evening busi- 
ness session. She has a beautiful voice 
that was in much demand. 

* *K * 

The party learned that the third day 
of the convention was the birthday of 
Mrs. Phillips, wife of the president. 
When she entered the dining room that 
morning they all thronged about her 
table and sang ‘“‘Happy Birthday to You.” 

*x* * 

H. W. Allstrom, vice-president and ac- 
tuary, who drove to Yellowstone and 
Glacier parks for his vacation, was at 
the convention. Dr. C. N. MeCloud, vice- 
president and medical director, also at- 
tended the convention. He is an ardent 
fisherman and tried out the mountain 
lakes. On the way home he drove 
through Great Falls, Mont., and ad- 
dressed the general agency there. Both 
were heavily ‘dated up” by agents at 
the convention for conferences on vari- 
ous problems of the field. 








Reduction of Capital of 
Federal Union Proposed 


CINCINNATI, Aug. 1.—A_ special 
meeting of stockholders of the Federal 
Union Life of Cincinnati was called for 
Tuesday of this week to act on the pro- 
posal to reduce capital from $250,000 to 
$100,000. However a quorum did not 
appear and action could not be taken. 
Further developments are expected the 
first of next week. 

The company still operates in Ohio, 
Indiana, and West Virginia but has 
withdrawn from other states. There was 
a recent change in management due to 
the death of F. M. Peters. 





Connecticut Mutual Limits 


The Connecticut Mutual Life has in- 
troduced several revisions in underwrit- 
ing practices. Gross limits for male 
lives on all ages 10-65, covering prac- 





tically all forms of insurance, have been 
reduced. The limits on life and en- 
dowment forms, ages 25-50, have been 
reduced from $350,000 to $300,000 with 
reductions of other ages and for other 
forms of insurance. Limits of retention 
for women will be the same as in the 
past, one-half that for men of the same 
age. The monthly income form of dis- 
ability benefit will be discontinued en- 
tirely. 


Vogel Changes Companies 


W. S. Vogel, general agent in north- 
ern. New Jersey for the Atlantic Life, 
with headquarters in Newark, has re- 
signed and been appointed general agent 
for the same territory by the Colum- 
bian National Life. He succeeds Max 
Harmelin, resigned. Mr. Vogel has 
been in life insurance in New York 
City and Newark for a number of 
years. He will build a large agency 
plant. 





Swing to Life Insurance 
from Annuities Is Noted 


A swing from annuities toward life 
insurance has been noticed recently by 
the Connecticut General Life, says Vice- 
president John M. Laird. He regards 
this as a favorable trend. Annuity sales 
have kept up, but the chief gain has 
been in life insurance. ‘“We think it's 
a good thing,’ Mr. Laird said. “It js 
a sound tendency.” 

Mr. Laird was discussing the situa. 
tion created for the companies by low 
interest rates and the difficulty of se. 
curing adequate return on_ invested 
funds. “People have trouble investing 
their money themselves,” he said, “and 
they give bigger jobs to us.’ The same 
people who have been buying annuities 
in large amounts are now buying more 
life insurance as well, Mr. Laird said. 

Changes in insurance practice due to 
the interest situation are coming in the 
next few months, Mr. Laird believes, 
Inquiry among several large companies 
indicates that no announcements will 
be made until after vacations. 


Western & Southern Injunction 


The Western & Southern Life, West- 
ern & Southern Fire and Western & 
Southern Indemnity of Cincinnati, have 
obtained a temporary injunction at 
Columbus, O., restraining state officials 
from collecting the tax for 1934 on in- 
tangible personal property. It is con- 
tended that the tax is a property tax 
instead of a franchise tax. 

The tax involved so far as the Western 
& Southern Life is concerned is $51,953, 
Western & Southern Indemnity $3,920 
and Western & Southern Fire $1,095. 
Those companies contend that the levy 
and its collection would amount to dou- 
ble taxation. 


Some July Figures Given 


The J. S. Myrick Agency of the Mu- 
tual Life of New York in New York 
City paid for $2,282,412 in July as 
against $2,004,489 for July last year. 
For the year to date the total was $14,- 
956,981 as against $12,899,923. The 
Luther-Keffer Agency of the Aetna Life 
paid for $1,618,259 for the month and 
$12,858,779 for the year to date. 


Miscellaneous Life Notes 

E. D. Owen, Connecticut manager Sun 
Life, has appointed J. P. Slack of Bethel, 
Conn., district agent in the territory, 
connected with the Béthel agency of C. 
R. Morse. 

I. E. Francis, a leading producer for 
the Mutual Life of Canada in Detroit, 
addressed the agency meeting of the cen- 
tral Ontario branch in Hamilton on the 
family income policy. 
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Hold Convention 
in Glacier Park 


Minnesota Mutual Men Discuss 
Problems of Business in Pictur- 
esque Setting 





TRAINING IS EMPHASIZED 


Hollerith Machine, Analyzing Methods 
of Work, Picks Out the Con- 
sistent Producers 





By JOHN F. WOHLGEMUTH 


Names, presentation and time control 
as the elements of success in life insur- 
ance were the theme of the many busi- 
ness sessions at the 16th convention of 
the Minnesota Mutual Life in Glacier 
National Park. Each one of these ele- 
ments was made the theme of an entire 
session and then all were drawn to- 
gether at the end. The Minnesota Mu- 
tual is steadily increasing its emphasis 
on sales training and adequate selling 
equipment for its men. Much new ma- 
terial was presented at the convention 
and will be supplied to all agents. In- 
cidentally, the only agency to qualify 
100 percent for the convention, sending 
all three agents besides the general 
agent and their wives, works absolutely 
on the company system and agents are 
firmly required to follow the system or 
their contracts are ended. This is the 
David O. Johnson agency at San An- 
tonio. 

The first business session began soon 
after the party got off the train. E. W. 
Randall, chairman of the board, wel- 
comed the representatives to the meet- 
ing and John J. Holmes, state auditor 
and insurance commissioner, gave them 
a welcome to Montana and to Glacier 
National Park. 


Find Those Who Can Buy 


_ The first session was devoted to the 
importance of getting the names of men 
who can buy. After this had been dwelt 
on in various phases, 12 men who had 
made the best records were called on 
one by one to tell how they get names. 
Various well known methods came out 
in these brief talks. The endless chain 
system appears to be the backbone of 
the system followed by the leaders. 
That is, an agent makes a presentation, 
and whether he closes the sale or not 
he gets names of people able to buy and 
who can pass. Charles H. Simpson of 
Los Angeles packed the entire system 
into a few words in a speech of less 
than two minutes. He said have friends, 
go to them, ask who, when, where? Can 
he pay? Can he pass? Has he a need? 
“Am I the man who can sell him?” On 
the last question his point was that an 
elderly man cannot spend his time as 
profitably among youths as among men 
Nearer his own age. The “when” means 
what is the best time to see the new 
Prospect and the “where,” where he can 
be found. The other questions sift out 
those names on which it would be 
wasteful to spend time. 


Favors Organized Talks 


_ Effective presentation was the sub- 
ject of the second session. The com- 
Pany puts great weight on organized 
Sales talks. It endeavors to train its 
agents to follow a standard method of 
Presentation, so that the ground will 








be fully covered. In a desultory can- 
vass the very point that would win the 
prospect may be omitted. Therefore 
agents are urged to follow a definite 
routine. 


Methods Are Much Alike 


At this session there was on hand the 
sales material of six concerns highly 
successful in widely separated fields of 
selling. These were the Chevrolet com- 
pany, Colliers, Remington Rand, Bur- 
roughs Adding Machine, and Metro- 
politan Life. 

All five methods in these widely vary- 
ing fields bore a close resemblance to 
the standard presentation offered to the 
Minnesota Mutual agents four years 
ago. A noticeable feature of each was 
the effort to obtain an appointment 
under favorable circumstances. All use 
the visual sales method. All follow a 
standard method of presentation, but 
not a canned method. The agent is 
supposed to know his points well 
enough to make them naturally and not 
as a singsong. 


Value of Time Control 


Time control was the theme of the 
third session. On the platform was a 
placard reading, “The right to work or 
not, if, when and as you please, paid for 
in terms of starvation or debt or medi- 
ocrity, or lost ambitions, is not worth 
the price.” Large scale charts were ex- 
hibited showing the handsome provision 
an agent can make for himself with an 
annual production as low as $150,000 a 
year. The method of producing this 
volume was analyzed into quotas which 
looked modest when reduced to weekly 
production. Then other charts and 
statistics were produced to show how a 
modest amount of work, performed 
every day, on the law of averages, as 
shown by company records, will pro- 
duce the required volume week after 
week and month after month. 

The Minnesota Mutual has a report- 
ing system which it coaxes or cajoles 
agents into following. This system 
calls for a weekly report of calls includ- 
ing a listing of the names. On each 
name it is shown whether the prospect 
was found in or not, whether an ap- 
pointment was made, whether a pres- 


entation was made, whether sale was | 


made and for how much, and how many 
names were secured. The standard 
aimed at is not less than 20 names a 
week. 


Astonishing Fact Brought Out 


The company has a record of 179 
men, representing 3,500 weeks of re- 
porting, and these reports have been an- 
alyzed on the Hollerith machine. The 
astonishing fact was developed that the 
agents who were faithful in making re- 
ports without a break did not suffer in 
volume of insurance sold during the 
bank and insurance moratorium of 1933. 

An interesting feature of this session 
was the passing out of blanks for a 
personal pledge on prospecting, pres- 
entation and time control. Included was 
an analysis of the income needed by the 
agent, a sort of family budget and the 
amount of insurance the agent would 
have to sell to cover his budget. Vice- 
president Cummings said the time is not 
far off when no agency contract will be 
approved unless the agent at the time 
of making the contract has submitted 
this analysis and pledge of work. 


Frank Talk by President Phillips 


A brief evening session was held at 
which President T. A. Phillips was the 
only speaker. He dealt very frankly 
with company affairs, especially finan- 
cial matters and farm mortgages. He 
gave the details of the trade for the 
company’s new home office building. 

Dealing with farm mortgages Mr. 





















































Underwriter, Chicago. 





WANTED 
GENERAL AGENTS FOR PENNSYLVANIA AND OHIO 


If you feel that you are capable of building a General Agency, this company can provide 
leads that are unique. Splendid opportunity for right men. Reply to Y-78, The National 














n the headline of its adver- 
tisement in the August 
magazines,* Metropolitan 
offers owners of life insurance 
a piece of advice—"Examine 
your life insurance to see 
whether it will do what you 
want done.” 


And in the coupon inviting a 
Metropolitan Field-Man to call 
is a significant stipulation— 
“Understanding that none of 
my existing policies is to be 
disturbed..." 


Metropolitan heartily endorses 
constructive Program building 
which does not involve dis- 
continuance of existing insur- 
ance. Successful Field-Men 
find out what their clients wish 
to accomplish and help them 
to build Programs to meet their 
requirements. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 





6 


THE NATIONAL 








UNDERWRITER 





August 3, 1934 








Phillips said the company had at the 
beginning of the depression $2,239,000 
in farm loans. This has been reduced 
to $1,780,000, mainly by refinancing 
through the Farm Credit Administration. 
It is expected that this refinancing will 
be continued until the loans are re- 
duced to about $1,250,000. These will 
be of a type the company will be con- 
tent to keep. 


Refinancing Loss Slight 


On the refinancing so far, the com- 
pany has taken a loss of $8,100 in prin- 
cipal, but has gained $18,000 in interest 
that it had not taken credit for in its 
statements. He gave a very temperate 
analysis of the Frazier-Lemke bill, and 
apparently is not greatly disturbed by it. 
Very much will depend on the attitude 
of the bankruptcy courts, and as these 
are federal courts, it is believed that 
mortgagors will in general get fair 
treatment. 

He said it is the policy of the com- 
pany to hold the better farm properties 
that it has taken over and sell the 
others. He said the company has sold 
34 pieces, with a book value of $172,- 
262, for $144,654, on which it got cash 
down payments of $71,059. He pointed 
out that all possible losses, as now fore- 
seen, are amply covered by the com- 
pany’s contingency reserve. The reduc- 
tion in dividends made in 1932 is rapidly 





restoring the surplus, and the company 
in fact has made a slight increase in 
dividends from the 1932 figure. 

Insurance in force in the company 
has increased each month during the 
last three months. If the rate continues, 
the company will show a gain in insur- 
ance in force for this year. 


Events at the Banquet 


A brief meeting of general agents at 
the convention was held the last morn- 
ing, while the agents went on a sight- 
seeing trip. A new agency contract was 
announced. Hereafter all contracts will 
be uniform. 

A gay banquet closed the sessions, the 
fourth day in the park being devoted 
entirely to sightseeting. A burlesque 
of the sales plan was staged. The west- 
ern division lost its contest. with the 
eastern division and Ray P. Cox, sup- 
erintendent of agencies for the western 
division, presented the trophy to A. H. 
Blanton, superintendent of the eastern 
division. This started challenges from 
the floor and a number of personal, 
agency and territorial contests were ar- 
ranged, some of them so fast that 
Agency Secretary Al Harmer could 
hardly get the details. At the banquet 
a telegram from O. J. Lacy, former 
executive vice-president of the Minne- 
sota Mutual, was read. Mr. Lacy has 
recently gone to Sacramento, Cal., as 





president of the California-Western 
States Life. Greetings were telegraphed 
back on behalf of the convention. 
About the last thing was the an- 
nouncement of the resignation of Ray 
P. Cox to become vice-president and 
agency manager of the California-West- 
ern States Life. He and Mr. Lacy 
have been associated in several com- 
panies. 
Won Convention Honors 


A. O. Eliason of St. Paul was presi- 
dent of the convention. He is home 
office general agent but the presidency 
was won on personal production. Mrs. 
G. A. Ralls, also a general agent, won 
the vice-presidency on personal produc- 
tion. Mrs. Ralls’ agency is at Houston, 
Tex. Four men won initiation into the 
Blackfeet Indian tribe and the interest- 
ing ceremony was performed on the 
lawn of the Glacier Park hotel, where 
the Indians were encamped. The win- 
ners were W. J. Bateman, Tarboro, N. 
C., volume, and A. R. Crocker, St. Paul, 
number of lives, last half of 1934; C. L. 
Hoon, Denver, highest number of points 
on delivered business, and.P. F. Jenkins, 
Portland, Ore., best all around record 
as general agent. E. W. Randall, chair- 
man of the board of the Minnesota Mu- 
tual, was also initiated as “Chief-Rides- 
Many-Horses.” 





Sound 





Conservative 
Economical 


SOUND financial structure built through strict adherence 

to conservative policies in underwriting and investing—a 
twenty-two year record of substantial annual dividends paid to 
policyholders—these are important reasons why, in increasing 
numbers, careful insurance buyers have selected this 17 million 
dollar company for their casualty insurance protection. 


Last year the Lumbermens Mutual Casualty Company wrote 
more Automobile insurance than any other company in the 
country except one. 


LUMBERMENS MUTUAL 
CASUALTY COMPANY 


JAMES S. KEMPER, President 


Home Office: Mutual Insurance Building, Chicago, U. S. A. 


REPRESENTED BY LEADING AGENTS THROUGHOUT THE COUNTRY 














To Head Women’s Round | 
Table at Milwaukee Meet 


———___! 











SOPHIA W. BLIVEN 


Miss Sophia W. Bliven has been ap- 
pointed chairman of the women’s round 
table at the convention of the National 
Association of Life Underwriters in Mil- 
waukee. Miss Bliven is manager of the 
women’s unit of the John A. Stevenson 
agency of the Penn Mutual in Phila- 
delphia. 

The women’s round table breakfast 
and meeting will be held in Milwaukee 
Sept. 26 at 8 a. m., continuing until 11 
o’clock, when the women will go into 
the general session. 

There will be special headquarters for 
the women agents at the Hotel Schroe- 
der. Their badges will be the same 
as those of the men, but different from 
women visitors. 

Miss Bliven says there will probably 
be three speakers at the women’s round 
table, but the program has not been 
completed and she sends out a call for 
women agents to send any suggestions 
as to topics they would like to discuss. 


Kentucky Ripper Bill Upheld 

LOUISVILLE, Aug. 2.—The reor- 
ganization act of the 1934 legislature 
taking control of the state insurance de- 
partments from the auditor, J. Dan Tal- 
bott, and placing them under the gov- 
ernor, was upheld in a decision by Judge 
Ford, Franklin county circuit court, who 
held that the act was lacking in com- 
prehension, but in his opinion consti 
tutional. The ruling was on a demurrer 
filed by the attorney general, which was 
sustained. Plaintiffs were given to Aug. 
7 to file an amended petition, and 
temporary restraining order, preventing 
operation of the act in so far as it 
affects plaintiffs was continued. 


Zitzmann Entertains Agents 
Twenty-six members of the Zitzmann 
agency of the Guardian Life in Chicago 
were entertained at a card party at, the 
home of Mr. Zitzmann Monday night. 
The purpose was to create enthusiasm 
for membership in the company’s Lead- 
ers and President’s clubs, which will 
meet in New York and Bermuda in 
July, 1935. ; 
One of the specialties of the evening 
was the singing of “Tipperary” by Mrs. 
Agnes Walsh, who was the first singer 
to introduce this song to America, dut- 
ing the war. 


Supervisors Hold Outing 


The first annual golf tournament 0 
the Life Agency Supervisors Associa- 
tion of Chicago will be held Aug. 1! 
at Elmhurst Country Club. It 3 
planned to make this an annual_ affair. 
I. B. Jacobs, Spaulding agency Mutual 
Life of New York, is chairman of the 





committee on arrangements. 
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Agents Must Meet 
Taxation Efforts 


Field Force Bulwark Against Raids 
on Funds, Parkinson Tells 
Equitable Host 


CITES PUBLIC SERVICE 


Equitable of New York President and 
Many Others Speak at Diamond 
Year Sessions 


While government in many states, by 
exempting life policies from creditors’ 
claims, shows that it recognizes the sa- 
cred purpose of those funds, yet “the 
government does not hesitate when 
looking for the easy method of swelling 
public revenues to take those funds by 
taxation and divert them from the pur- 
pose for which they were primarily in- 
tended,” said President T. I. Parkinson 
of the Equitable Life of New York at 
that company’s 75th anniversary celebra- 
tion. He pointed out that it might be 
well for field men to remember and to 
emphasize the public service that the 
whole institution of life insurance ren- 
ders. 

“You know an old French proverb 
says, ‘Taxation is the art of plucking a 
goose so that you can get the greatest 
amount of feathers with the least amount 
of squawk,’” he continued. “I am afraid 
that the tax gatherers have been misled 
by our foolish emphasis on the volume 
of our business in force, on the volume 





of our assets, on the volume of our in- 
come; misled perhaps by the emphasis 
which we sometimes have put upon our 
freedom from serious distress in the 
financial period through which we have 
just passed, and have turned to us on 
the theory that we had the funds and 
we were easy to pluck. 

“We have funds, large funds, but we 
have equally large liabilities. For all the 
new business that you brought in to 
qualify for attendance here, for all the 
additions to premium income that that 
business means, the actuary has set up 
on our books corresponding liabilities 
which it is our primary task, our pri- 
mary enthusiasm, to liquidate promptly 
and fully even as you promised. 


Emphasizes Public Service 


“We realize that there can be no true 
benefit to the policyholder unless there 
is resultant benefit to the public welfare. 

“We have not only declared but we 
have acted upon the declaration that the 
public welfare is the goal toward which 
we strive; and while we serve the policy- 
holders, we serve them with that public 
welfare in the background of our pur- 
pose. And government and government 
representatives, primarily directing their 
attention to the public welfare, will have 
to realize, or at least it will be our duty 
to see that they realize, that on the other 
hand nothing that is detrimental to the 
millions of American citizens who are 
our policyholders can be good for the 
public welfare.” 

Speaking of the future market for life 
insurance, Mr. Parkinson said: “If it be 
true that the pioneering days are over 
in this country, it is also true that they 
have left behind them some of their 
incidents and characteristics, and one of 
them was the opportunity to get rich 
quick by a strike in some mineral field 
or by some quick coup on the part of 
the individual. That desire to get rich 
overnight and to take the chances which 
are involved has not gone out of Ameri- 
can life. You will, I am afraid, shortly 
meet with the opportunity of guiding the 
substantial people of this country away 





from the lure of overnight riches in 
booms of one kind or another. 

“They will be competitive from your 
point of view. Don’t fear that competi- 
tion. You have the experience of the 
last five years on your side and you 
know that in the long run the purpose 
you serve, the service which you render, 
is a real protection to them against what 
is nothing more nor less than the gam- 
bling spirit in American life. To the 
extent that we combat that successfully 
we shall have rendered another great 
service to the general public welfare.” 

Vice-president W. W. Klingman con- 
gratulated the agents on their loyalty 
and achievements. 

“T realize that this great institution 
of life insurance, and our great society, 
its forward march as time goes on, not 
for a day but for all time, is dependent 
on arn he declared. 

L. O’Brian, Buffalo, N. Y., attor- 
ney, and director of the company, said 
life insurance is entering upon its great- 
est period of expansion. 

William Alexander, veteran secretary, 
who has been connected with the Equi- 
table for all but a decade of its exist- 
ence, spoke briefly on the history of the 
company which he wrote and which later 
was distributed to all those attending 
the banquet. 

Vice-president F. L. Jones traced de- 
velopment of life insurance as a progres- 
sive outgrowth of the primary human 
desire for security. 


Borden Gives Lapse Figures 


Vice-president W. J. Graham com- 
mented on the increased amount of at- 
tention that social insurance is getting 
from the public, saying that it consti- 
tutes a “splendid endorsement of every- 
thing that every life insurance man has 
ever done over the long and glorious 
period of life insurance history.” 

Second Vice-president A. G. Borden 
dealt with interesting sidelights in the 
company’s history. He gave favorable 
lapse figures covering the first six 
months of the year, which made the best 
showing of any in the last eight or ten 








years. Of the business written by the 
company in the first six months of last 
year, 83.9 percent was renewed in the 
first six months this year. There were 
12 agencies with a record of better than 
95 percent and 12 others that ran better 
than 90 percent. 

M. Duff, president Edward A. 
Woods Co. agency, Pittsburgh, spoke on 
the leadership and pioneer spirit of the 
company. He expressed hope that some 
time the company would get back in the 
accident and health business and devise 
“a proper disability clause at a proper 
rate so that any of the ills that come 
to humanity may be taken care of by 
this great institution, whether it is a 
permanent disability or a temporary dis- 
ability.” 

Tarbell Cites Depression Aid 


Gage E. Tarbell, director, called atten- 
tion to the vast amount of aid life in- 
surance gave in mitigating sharpness of 
the depression, stating that if the unin- 
sured half of the populace had been in- 
sured to the same extent as the 65,000,- 
000 who were, the depression would 
have amounted to no more than many 
that preceded it. The country might be 
in chaos today if it had not been for 
the huge reserves of life insurance, he 
said. j 

Miss Sara Frances Jones, agent in 
Chicago and formerly at the home office, 
reminisced of some great figures in the 
company’s history from her personal 
recollections. 

Kellogg Van Winkle, Los Angeles 
agency manager, commented on char- 
acteristics of the company which made it 
an “agent’s company,” this policy dating 
from the days of the company’s founder, 
H. B. Hyde, whom Mr. Van Winkle 
ores the company’s greatest agent. 

W. D. Bainbridge, a director, re- 
called his early association with Judge 
W. A. Day, who preceded President 
Parkinson as head of the Equitable. 

The banquet speakers were J. B. 
Moore, statesman and diplomat, and 
Superintendent Van Schaick of New 
York. 





surplus, and in assets. 











Julian Price, President 





PRESIDENT JULIAN PRICE, in reviewing the Jefferson Standard’s 


semi-annual statement, reports an increase in insurance in force, in 





August 7, 1934, marks the Twenty-Seventh Anniversary of the 
Jefferson Standard. Members of the field force are enthusiastically 
staging a special Loyalty Campaign. 


JEFFERSON STANDARD LIFE INSURANCE COMPANY 
GREENSBORO, N. C. 


INSURANCE IN FORCE — $310,000,000 
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Newspapers Pay Tribute 


It is indeed gratifying to go over the 
hundreds of clippings of newspaper ar- 
ticles from all over the country giving 
details of the life insurance payments as 
published in Tue Nationat UNpERwRIT- 
ER’s special Lire PayMents NuMBER 
Early returns indicate that the publicity 
given the payments this year is the 
greatest on record. 

In addition to straight news stories, 
many of the newspapers carried editori- 
als commenting on the payments and 


paying tribute to life insurance. “Of 
course,’ says the Lewiston, Monrt., 
“NEWS,” “it is no longer necessary in these 


days to advance any arguments in re- 
gard to the benefits of life insurance. For 
any business man it has become an es- 
sential part of his business and for the 
mass of citizens, from the highest salar- 
ied man to the humble worker, life in- 
surance is a bulwark of safety.” 

The McKeesport, Pa.. “News” calls at- 
tention to the payments and_ adds, 
“Events of the past few years have 
made us realize as never before that 
planning for the future is essential to 
security for ourselves and dependents. 
We have been made to see the futility 
of leaving things to chance and are re- 
turning to certainties in increasing num- 
bers. Life insurance is long-range 
planning in which every person should 
participate.” 

“The distribution of funds annually by 


life insurance companies does in a tan- 
gible way show the thoughtfulness and 
wisdom of many business leaders and 
workmen in providing for their families 


against the contingency of death,” says 
the ToLepo “TIMEs.” 
In an editorial “CusHioninc SHocks” 


the SyRACUSE “JOURNAL” says, “Some peo- 
ple dislike to be reminded of life’s brev- 
ity and uncertainty, though such re- 
minders come in the every minute hap- 
penings around them. But the more 
resolute type of mind faces the facts and 
avails itself of the opportunity for pro- 
jection of personality and continuance of 
activity through other instrumentalities, 
despite nature’s edict. 

“In addition to this personal point of 
view with its appeal to the ego, lies the 
value of life insurance as a social and 
economic factor, cushioning the shock 
of individual losses and distributing 
them so widely that they bear down 
lightly. 

“Money cannot replace lives. It can, 
however, and does, ameliorate many of 
the distressing conditions brought about 
by their loss.” 

THE NATIONAL UNDERWRITER _ feels 
proud that through the medium of its 
LirE PAYMENTS NUMBER it has been able 
to bring before the public through news- 
paper articles and editorials the story of 
life insurance in action—what it is and 
what it does. 


Equitable’s Seventy-five Years 


THAT is an excellent and highly illumi- 
nating business document gotten out by 
Secretary WILLIAM ALEXANDER of the 
EguitaBLeE LiFe of New York which re- 
cords the company’s 75 years in busi- 
The title is “Seventy-Five Years 
of Progress and Public Service.” It is 
significant that the words “public serv- 
ice” are thus made conspicuous because 
the EguiTaBLe has certainly contributed 
far more than its reasonable share to 
the advancement of life insurance from 
the standpoint of the policyholder and 


ness, 


it also has been a great factor in lending 
a hand in all cooperative effort for im- 
provement undertaken by companies and 
agents’ organizations. 





In many ways the EguITABLe has been 
a business leader in its field. It has not 
endeavored to regard as sacrosanct for 
itself the information and experience 
that it has gleaned during its long pe- 
riod of corporate life or kept valuable 
knowledge solely for its utilization. 
Many years ago companies seemed to 
feel that the results of their experience 
and observation should be carefully safe- 
guarded. There was not that general 
spirit of mutual helpfulness that we see 
today. The EQuITABLE was one of the 
first companies to break down these bar- 
riers and thus broadened the scope of 
life insurance and its operations. If it 
discovered something worth while it was 
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PERSONAL SIDE OF BUSINESS 





A. A. McFall, vice-president of the 
Columbian National Life, is bereaved 
because of the death of his wife. Mrs. 
McFall was recovering from an opera- 
tion at the home of her mother in Kan- 
sas City, Mo., when she suddenly suf- 
fered a setback which caused her death. 


Oct. 10 has been announced as the 
date of the marriage of Miss Mary 
Elizabeth Williams, eldest daughter of 
Charles F. Williams, president of the 
Western & Southern Life, to as 
Kyte, Cincinnati attorney. 


Wade A. Fetzer, Jr., vice-president of 
W. A: Alexander & Co., Chicago, was 
operated upon last week for an acute 
case of appendicitis. He is making a 
good recovery. Mr. Fetzer was for a 
time head of the life department of the 
agency, but he is now performing gen- 
eral executive functions. 


Col, Franklin D’Olier, vice-president 
of the Prudential, accompanied by Mrs. 
D’Olier, has returned from a short trip 
abroad. 


J. B. Reynolds, president Kansas City 
Life, has been named on an advisory 
committee of the RFC to act on indus- 
trial loans in Kansas City. 


-_— 


William A. Scanlon, associate man- 
ager of THe NATIONAL UNDERWRITER, 
will be married in Chicago on Aug. 4 to 
Miss Helen F. Byrne, an instructor in 
music in Austin high school, Chicago. 

Mr. Scanlon has been with THE 
NATIONAL UNDERWRITER for nearly 20 
years. At the present time he is its busi- 
ness representative in Illinois, Indiana, 
Missouri, Kansas and Tennessee, al- 
though he is known to insurance men 
throughout the country, having at one 
time been stationed in New York, an- 
other time at Dallas, etc. In addition to 
his duties with the business department 
of Tue NATIONAL UNDERWRITER, Mr. 
Scanlon frequently represents the paper 
in an editorial capacity, reporting con- 
ventions and writing special articles. 


Four representatives of the Reliance 
Life have been elected presidents of their 
local life underwriters associations. 

Manager H. T. Burnett of the western 
Pennsylvania department has been in- 
stalled as president of the Pittsburgh as- 
sociation. He has been with Reliance 
Life for 15 years. 

Manager T. F. Lawrence of the IIli- 
nois department has been inducted as 
president of the Chicago association. 
Mr. Lawrence has served as a director, 


treasurer, chairman of the general 
agents and managers division and vice- 
president. 


Wilson Slick, manager of the Wilson 
Slick Agency, Johnstown, Pa., was 
elected president of the Johnstown asso- 


ciation. He has built an outstanding 
agency in the 11 years he has been with 
the Reliance and in 1933 was the first to 
be awarded the H. G. Scott organization 
trophy. 

G. A. Pleus, Reliance general agent jn 
Florida, was elected president of the Or- 
lando association. He has been with 
Reliance for 22 years. 

William J. Hunt, general agent of the 
Columbian National Life in Rochester, 
N. Y., has been appointed postmaster 
in that city. Mr. Hunt joined the Co. 
lumbian National organization 20 years 
ago, being appointed general agent at 
Geneva, N. Y. The next year he be- 
came connected with the Pittsburgh Life 
& Trust as director of agents. At the end 
of two years he returned to the Colum- 
bian National as general agent in Roch- 
ester. He has been a prominent Demo- 
cratic politician, serving as chairman of 
the Democratic county committee of 
Monroe county, New York. 


Harrison L. Amber, vice-president 
Berkshire Life, spent two days in Chi- 
cago last week with his family visiting 
the world fair. He is on his way to 
Iowa to spend his vacation. 

T. F. Keer of Van Vliet & Keer, Pru- 
dential managers for Essex county, N. 
J., sailed Wednesday for a month’s va- 
cation abroad. 


Willard I. Hamilton, vice-president of 
the Prudential, celebrated his 67th birth- 
day Thursday. His entire insurance ca- 
reer has been spent with the Pruden- 
tial. 


Clyde W. Young, | president Monarch 
Life, who was elected chairman of the 
executive committee of the Health & 
Accident Underwriters Conference at its 
recent meeting, has just completed 30 
years of service with his company. He 
started Aug. 1, 1904, as a clerk. The 
company was then op2rating as the Ma- 
sonic Mutual Accident and was just con- 
cluding its third year of business. He 
was elected a director in 1908, treasurer 
in 1912, secretary in 1921 and president 
in 1925. A special sales drive is being 
conducted by the agency force in honor 
of his anniversary. 

Charles Cortner, superintendent di 
agents for the Midland Life of Kansas 
City, is taking a complete rest for the 

next two or three months. 

Philip D. Axman of Chicago, father 
of Editor Clarence Axman of the 
“Eastern Underwriter,” died last week 
at his home in that city, the funeral 
services being held Friday. He was 
formerly a resident of Port Huron, 





Mich., where his son was born. ‘There 








perfectly willing to share this discovery 
with others. 

The 75th anniversary celebration of 
the EguITABLE has served to call atten- 
tion to its remarkable and interesting 
history and achievements. WILLIAM ALEX- 
ANDER, secretary, is the “grand old man 
of life insurance.” He stands in a class 
alone. He has been connected with the 
EQUITABLE since 1869 and has been sec- 
retary since 1890. His business career 
has been a stimulating one. In addi- 
tion to his business sagacity he has a 
very human and artistic touch to his 
mind. His personal endowments have 
endeared him to his associates and all 
who came within the radius of his in- 
fluence. Mr. ALEXANDER has contrib- 
uted much to the literature of the busi- 
ness and has been constantiy a source 





of inspiration and help to all of those 


who are interested in life insurance. 

His sketch of the early history of the 
EguIraBLE brings out the fact that the 
pioneers- building up these great life 
companies had individual forceful char- 
acteristics. They were men of deter- 
mination, highly opinionated, possessing 
those qualities which beat down all ob- 
stacles. Such men were Henry B. Hy?e, 
Joun A. McCatt of the New York LIfe 
and Ricnarp A. McCurpy of the Muv- 
TUAL Lire of New York. They were in- 
dividualists. They were different types 
of men and yet they had in their blood 
the pioneer spirit and resourcefulness: 
They gathered about them men of €X- 
cellent mold and built up splendid of 
ganizations. It is well to pause from 
time to time on these anniversary days 
and pay tribute to the men of the past 
who builded so successfully. 
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are a number of children living. Clar- 
ence Axman was formerly a stenog- 
rapher in the old western department of 
the Continental Fire in Chicago, where 
he had his first insurance experience. 

Mr. Axman was 86 years of age. He 
was born in New York City but lived 
most of his life in Chicago. He was a 
civil war veteran and was present at the 








great Chicago fire of 1871. The father 
owned a store on Clark street and Mr. 
Axman told interesting stories of his 
experiences at that time. He was a 
devotee of the theatre and attended it 
every day up until three weeks ago 
when he was taken ill. That was the 
first time he had a doctor. Six children 
survive. 











NEWS OF THE COMPANIES 








Interstate Reserve’s Report 


Illinois Department Gives Its Findings 
on the Chicago Life Company. 
as of Dec. 1 








The Illinois department has made an 
examination of the Interstate Reserve 
Life of Chicago, which was organized 
in October, 1907, as the Merchants Re- 
serve Life. In 1916 it reinsured the 
business of the Gold Reserve Life of 
Mount Pleasant, Mich. The name was 
changed to the Inter-Reserve Life 
March 17, 1930. On March 10, 1932, 
the Interstate Reserve reinsured the 
business of the Mid-Continent Life of 
Alton, Ill. The examination is as of 
Dec. 1, 1933. For the first 11 months 
of last year the premium income was 
$97,999 and total income $114,801. It 
paid policyholders $49,075 and the total 
disbursements were $105,549. The as- 
sets were $411,296, the reserve $320,643 
and surplus $47,103. As of Nov. 30 it 
had $4,318,120 insurance in force. Dur- 
ing the first 11 months of last year its 
business written was $638,100. During 
the 11 months the terminations were 
$1,642,135. The company operates in 
Illinois, Missouri, Michigan and Indiana. 

In its recommendations the depart- 
ment states that immediate steps should 
be taken to effect cancellation of the 
exclusive agency contract with the Mer- 
chants Reserve Agency Company which 
is practically under the same manage- 
ment as the life company. The depart- 
ment feels that the contract is non-es- 
sential to the further conduct of the 
business of the life company. The de- 
partment also states that the annual 
rental which the company charges itself 
for occupancy of the home office should 
be reduced to a reasonable amount con- 
sidering the size of the company and 
space occupied, etc. Furthermore the 
Merchants Reserve Agency Company, 
the department holds, should bear the 
expense of any space it occupies in the 
life company’s home office. The depart- 
ment states that the books and records 
of the agency company should be avail- 
able for inspection by the department 
In connection with examination of the 
life company. 


Jefferson Standard Makes 


Fine Showing in Half Year 





Substantial gains were reported for 
the Jefferson Standard Life at its semi- 
annual directors’ meeting. New paid 
business the first six months totaled 
$22,500,000 and insurance in force June 
30 was $310,000,000, a material gain for 
the first six months. Surplus and re- 
Serve funds were increased by more 
than $300,000 the first half of 1934, 
making the total capital, surplus and 
reserves more than $4,000,000. This 
Places the company in the strongest 
financial position in its history, accord- 
ing to President Julian Price. 

Assets were increased approximately 
$1,000,000 in the six months, the total 
now being $56,484,292. Improvement in 
Mortality experience and* investment 
conditions was reported. The Jefferson 
Standard is continuing to pay 5 percent 
interest on funds held in trust and its 
directors voted a semi-annual dividend 
of $3 a share to stockholders, The 
eeny has more than 125,000 policy- 
olders and in the first half year $3,- 





800,000 was paid to policyholders and 
beneficiaries, 


Honor Crawford H. Ellis 


Members of the Pan-American Life 
field organization are “flying high” this 
month in connection with the annual 
president’s month campaign honoring 
Crawford H. Ellis, president of the 
company, whose birthday is in August. 
The campaign is in the form of the 
“August Offensive’ of the president’s 
flying squadron—a fleet of planes each 
representing an agency of the Pan- 
American. ; 

A silver trophy bearing an etching 
of the photograph of Mr. Ellis will be 
presented the agency receiving the great- 
est volume of premium credits on poli- 





cies written in August. A selection of 
200 prizes is offered individual! pro- 
ducers on the basis of points earned 
through paid premium credits. 


Pacific States Order Modified 


Modifying its order of June 28 in the 
suit brought by the officers of the Pa- 
cific States Life against the company 
and various creditors, the district court 
in Denver gives the officers permission 
to refinance mortgages through the 
Home Owners Loan Corporation and 
the federal farm banks. A rather odd 
feature of the order authorizes and di- 
rects the insurance commissioner to ac- 
cept the bonds of the HOLC or federal 
farm banks in lieu of mortgages now 
held on deposit. The approval of se- 
curities under deposit laws is an admin- 
istrative function, not commonly sup- 
posed to be under control of the courts. 


Federal Reserve’s New Head 


Alex C. Green has been elected presi- 
dent of the Federal Reserve Life of Kan- 
sas City, Kan., to succeed the late B. F. 
Bushman, who was found dead in his 
garage at his home last week. Mr. Green 
has acted as assistant to Mr. Bushman 
the last five years. Previous to being 
connected with the Federal Reserve Life, 
they were associated in business in Mich- 








igan. Mr. Green at one time was chief 








examiner in the Michigan insurance de- 
partment and later was a director of the 
Agricultural Life of Detroit. 


Register Life Hearing Aug. 7 

DAVENPORT, IA., Aug. 2.—Judge 
Maines of Scott county district court has 
set Aug. 7 for the hearing on six ap- 
plications for reinsurance of the Regis- 
ter Life. 

All are straight management contract 
proposals. M. Johnson, Chicago 
actuary, has been studying the proposals 
since they were submitted two weeks 
ago. It is doubtful whether Receivers 
E. W. Clark and J. J. Shambaugh will 
make a definite recommendation to the 
court on the proposals, but will detail 
the features of each plan and leave the 
selection to the court. 

The bidders were the Central Life 
of Des Moines, National Life of Des 
Moines, Guaranty Life of Davenport, 
Life & Casualty of Chicago, Illinois 
Bankers Life of Monmouth, IIl., and Se- 
curity Mutual Life of Lincoln. 





Celebrates Fifth Anniversary 


The Home State Life of Oklahoma 
celebrated its fifth anniversary July 29. 
Beginning business with 50 employes 
and $100,000 assets in 1929, its person- 
nel is now 250 and assets over $1,- 
000,000. 
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CHICAGO 


COMPANIES 


VIEWPOINT 


agency understanding 


Seasoned viewpoint promotes a 
sympathetic understanding of 
agency problems . . . insures 
harmonious relations between 
agent and Company. 


Continental executives are famil- 
iar with every day agency prob- 
lems. Their spurs were won by 
performance in the field. 


This viewpoint, young enough 


to be aggressive, old enough to 


be conservative, has been a 


factor in the success of these 


Companies and their agents. 


It 


insures the DURABILITY of 


this institution. 
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Perhaps never before has the 
Life Underwriter faced such opportunities as those 
before him today. For Life Insurance stands upon a 
pinnacle as an investment and as a sane, practical 
means of safeguarding not only the family's future but 
of providing income for the years of retirement from 
active work. 


The future is especially bright for Pan-American 
representatives. This company's progress has been 
steady but sound, its affairs marked by conservatism 
that augurs well for the years ahead. 


Writing every type of modern life insurance, the 
Pan-American offers opportunities that ambitious men 
and women may well consider. With agencies in 
twenty-five states, its territory is extending year by 
year, accompanied by a broadening scope of service 
to the insuring public. 








For Agency Information Address 


THEODORE M. SIMMONS 
im Manager United States Agencies 


& 


\MERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H.ELLIS, President EDWARD G. SIMMONS, Vice Pres. & Gen. Mgr. 
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Uneertain Life Needs 
Certain Protection 















The first essential of life insurance is safety. There can be 
no assurance of protection without absolute certainty of 
the source of that protection. Reliance reserves, in and 
out of depressions—bulwarked by the soundness of in- 


vested assets—have consistently improved. 


Ask S. L. Clark 
of Berkeley, California 






representing Reliance Life 
for more than 10 years. 
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R. P. Cox Joins Former Chief 


Minnesota Mutual Man Vice-President 
and Manager of Agencies of Cali- 
fornia-Western States Life 








Ray P. Cox, formerly superintendent 
of agencies of the Minnesota Mutual 
Life on the Pacific Coast, has been 
elected vice-president and manager of 
agencies of the California-Western 
States Life. 

Mr. Cox is particularly well known 
in the Pacific Coast territory, where he 
has appeared on many occasions before 
groups of life underwriters. He entered 
life insurance in 1916 with O. J. Lacy, 
now president of the California-Western 
States Life, at that time general agent 
of the New World Life in eastern Mon- 
tana. In 1920 he was appointed agency 
supervisor of the Shenandoah Life under 
Mr. Lacy, who was appointed agency 
manager. 

Later Mr. Cox was agency manager 
of the Cotton States Life of Memphis, 
after which he became associated with 
the Montana Life at the home office. 
He later served the Montana Life in 
California, resigning to become associ- 
ated again with Mr. Lacy in the Minne- 
sota Mutual Life, as superintendent of 
agencies on the Pacific Coast. 


Wightman Selection Ratified 


Directors of the Lincoln National Life 
have ratified the election of E. C. Wight- 
man as secretary of the company to 
succeed F. L. Rowland, as announced 
by President A. F. Hall. Mr. Wight- 
man retains the title of vice-president, 
and adds to it that of secretary. 








McLennan Named Supervisor 


A. N. McLennan has been appointed 
home office supervisor by the Montana 
Life, covering northern California. His 
headquarters now are in Stockton. Mr. 
McLennan was brought into life insur- 





ance ten years ago by Superintendent of 


Agencies Lee Cannon when they were 
teaching together in a California high 
school. Mr. McLennan became an as- 
sistant manager, then leading agent for 
the entire company. He had consider- 
able experience securing and training 
new agents, his students becoming lead- 
ers in production for new organization, 
He was with another company in 1933, 


Morgan, Groton Advanced 


L. W. Morgan and Cary Groton, 
junior vice-presidents of the Pacific Mu. 
tual Life, have been advanced to vice- 
presidents. 

Both Mr. Morgan and Mr. Groton 
have grown up in the Pacific Mutual 
Life. The former began with a rate 
book in the field 32 years ago, and Mr. 
Groton joined the company as a clerk 
in its commercial accident division in 
1910. He is now in charge of the acci- 
dent and health department. 








R. N. Stevenson Resigns 


R. N. Stevenson, vice-president of the 
Postal Union Life of Los Angeles, has 
resigned. He will make a new connec- 
tion of some kind in life insurance. He 
was formerly vice-president and agency 
director of the Pacific States Life. The 
Postal Union Life was recently sold to 
the Globe Life of San Francisco. 


Goulding Conservation Head 


The State Mutual Life has appointed 
F. B. Goulding manager of the conser- 
vation division at the home office. Mr. 
Goulding, who is a graduate of the 
school of business administration of 
Northeastern University, joined the 
State Mutual in 1925, and since that 
time has been actively engaged in con- 
servation work. 








Ralph Burd Promoted 


Ralph Burd has been promoted to 
manager of the new business department 
of the Ohio State Life, with which he 
has been connected for 10 years. 





Company Men 





Are Promoted 











M. B. STEPHENSON 
Agency Secretary 


E. E. Intlehouse, agency secretary 
American National Life, Galveston, has 
been promoted to supervisor of agencies, 
western division, with headquarters in 
San Francisco, and M. B. Stephenson, 
formerly with the General American 
Life, becomes agency secretary. 

Mr. Intlehouse will have offices in 902 
Pacific National Bank building, San 














Francisco. His territory extends east to 


E. E. INTLEHOUSE sige 
Supervisor of Agencies 


Denver. He will take over his 1 
duties the latter part of August or eat) 
in September. Mr. Intlehouse carried 4 
rate book successfully for three ~~ 
and then was agency supervisor for t , 
Connecticut General for two years - 
fore going with the American Nation@. 
He is a graduate of Brown University. 

Mr. Stephenson began his life = 
ance experience as cashier in the “¢ 
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Orleans branch office of the Missouri 
State Life. After two years he was pro- 
moted to the Dallas branch as cashier. 
Two years later he was promoted to a 
junior executive position in the conser- 
vation department of the Missouri State. 
After several years as manager of this 
department, he was made agency super- 
visor, and served the General American 
as agency supervisor after that company 
took over the Missouri State. 





Harry Anderson Is Appointed 





Former Life Department Manager of 
Rockwood Company, Chicago, Made 
Travelers’ Agency Assistant 





Harry W. Anderson, for many years 
manager of the life department of the 
Rockwood Company, general agents of 





HARRY W. ANDERSON 


the Travelers in Chicago, has been ap- 
pointed agency assistant in the life, ac- 
cident and group department of the 
Travelers home office. 

Mr. Anderson, a Chicagoan, joined the 
Chicago branch office of the Travelers in 
1920 as field assistant, after serving over- 
seas with the 142nd Infantry. Shortly 
afterward he went with the Rockwood 
Company as assistant manager life de- 
partment, in 1922 becoming manager. He 
is a director of the Chicago Association 
of Life Underwriters, vice-president Life 
Agency Supervisors’ Association of Chi- 
cago and was chairman of Chicago ac- 
tivities in Financial Independence Week 
this year. 





Returns from Labrador Trip 
Miss Helen Clark, assistant actuary of 
the American Central Life, has returned 

from a vacation trip to Labrador. 





The capital of the Home State Life of 
Oklahoma City has been decreased from 
$37,500 to $34,000. 











AGENCY CHANGES 














American National Changes 





Galveston Company Names Warne Man- 
ager at St. Louis, Coleman at 
Springfield, Mo. 





. Two appointments have been made by 
le American National Life of Galves- 
ton. R. E. Warne becomes manager 
of the St. Louis branch office and W. H. 
Oleman of the Springfield, Mo., office. 
ai tr. Warne formerly was_ branch 
Wiles se St. Louis for the Hunkins 
Ms is Lime & Cement Company, and 
vas connected with the Western & 
eenern. He has just resigned a con- 
€ction with the Acacia Mutual Life. 
i tr. Coleman entered the business in 
“6 as agent for the Missouri State 








Life. He was appointed supervisor of 
agents for southern Missouri in 1928 and 
general agent for that company in Jan- 
uary, 1933, continuing until the company 
changed hands and closed the Spring- 
field branch. 





Kane Heads Boston Agency 
Just Opened by Prudential 


Matthew F. Kane has been appointed 
manager of a newly created direct 
agency of the Prudential in Boston, to 
be known as the Beacon Agency. He 
went to Boston four years ago to open 
the life department of Johnson & Hig- 
gins as general agents of the Prudential. 
He had been with the Hart & Eubank 
os of the Aetna Life in New York 

ity. 

Mr. Kane is a native of Hartford and 
started in the home office of the Phoe- 
nix Mutual. He went to Spokane, 
Wash., with the Western Union Life 
and then was in charge of the life de- 
partment of the Travelers at Portland, 
Ore. He was called to the home office 
of the Travelers as superintendent of 
the life division and for a time served 
as secretary of the underwriting depart- 
ment of the Lincoln National Life at 
its home office. 








Max Harmelin, George Gibson 7 


Max Harmelin of Newark has re- 
signed as general agent of the Colum- 
bian National Life after 17 years’ serv- 
ice, seven years as an agent and the last 
ten years as general agent in New Jer- 
sey. About a year ago, the general 
agency firm of Harmelin & Gibson was 
formed, George Gibson, cashier of the 
office, becoming a member of the firm. 
Mr. Gibson has also resigned. 





Barney Duff 


Barney Duff, who has been district 
manager for the Great West Life of 
Canada at Flint, Mich., has joined the 
Marxer & Nelson agency of Saginaw, 
Mich., becoming associated in the own- 
ership and management of that office. 
Hereafter the name of the agency will 
be Marxer, Nelson & Duff. The Marxer 
& Nelson agency has been representing 
the Great West Life, as well as a num- 
ber of fire and casualty companies. 





Butler Smiser 


The Trinity Life of Fort Worth, Tex., 
has appointed Butler Smiser, former bus- 
iness manager of Texas Christian Uni- 
versity, Fort Worth, manager of its 
Fort Worth agency. He joined the 
Trinity Life organization two years ago 
and has become one of its leading pro- 
ducers in the field. He succeeds J. H 
Ray, who resigned to go with the Trin- 
ity Bond & Investment Corporation. 


T. M. Ryan 


T. M. Ryan of South Bend has re- 
signed as Sun Life manager in northern 
Indiana and has gone to Vancouver, B. 
C., to enter personal production for the 
Sun. The South Bend office will be 
continued under the direction of Man- 
ager H. L. Cantelon of Indianapolis. 








V. F. Pettric 


V. F. Pettric, formerly of Milwau- 
kee, has been made special representa- 
tive of the Occidental Life in Los An- 
geles. For many years he has written 
between 200 and 300 cases annually for 
a yearly production of over $1,000,000 
and qualified as a life member of the 
Million Dollar Round Table the past 
four depression years. He was formerly 
Milwaukee general agent of the Mutual 
Trust Life. 


Charles F. Williams Knighted 


Announcement has been received 
from the Vatican that Pope Pius XI 
has made Charles F. Williams, presi- 
dent of the Western & Southern Life, 
knight commander of the Order of St. 
Gregory the Great, with the privilege of 
wearing the plaque. He will be known 
as Sir Charles F. Williams. 








“Dad” Ball Celebrates 
40 Years with NY NL 


On his birthday, August Ist, 40 years ago, 
F. G. Ball, of Madison, South Dakota, 
signed an agency contract with NYNL. To- 
day, at 78 years of age, he is still with the 
Company and going strong. Through good 
years and lean he has seen NYNL grow in 
strength and importance, until today it is 
widely known for the success of its conserv- 
ative financial policy and its aggressive and 
resultful agency policy. “Dad” Ball decided 
40 years ago, that the then young Minneap- 
olis company, the Northwestern National 
Life, was “going places” — or whatever then 
was the equivalent of that expression — and 
he was right. 

Just entering on its 50th year, NYNL is 
still going stronger than ever with one of the 
finest agency plants in the United States. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, Parswent 


STRONG~— Minneapolis Minn. ~ LIBERAL 














Announcing 


New Salary 


Saving Booklet 


Containing a_ very 
unique plan, which pro- 
vides not only for the 
saving of the premium 
through salary deduc- 
tion but in event of ma- 
turity, to set up under 
the plan of continuing 
the employee’s salary 

. for one, two or three 


year periods. 


A new salary savings 


proposal—another Sales 
' Help That Clicks. 


“Ask any Berkshire 
Agent.” 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 


PITTSFIELD, MASS. 


FRED H. RHODES, President 





Phil 





CONVENTIONS 





Meet 


Vice-president Satine Agency Di- 
rector Noble Speak at Mutual 
Trust Gathering 


Minneapolis Regional 


pig eo ge A. B. Slattengren and 
C. W. Noble, director of agencies of the 
Mutual Trust Life of Chicago, were 
principal speakers at a regional meeting 
held in Minneapolis. General Agent O. 
I. Hertsgaard of that city was chair- 
man. 

Service buttons were awarded as fol- 
lows: 20 years, a" and 
H. A. Kneeshaw; 15 years, E. F. John- 
son, H. Algaard, E. N. be Cal oe 
Bergerud, Leonard Chapman and E. V. 
Westin; 10 years, John Johnson, Anna 
Warren, E. O. Johnson and Edna Fin- 
layson; five years, S. O. Stenson, W. A. 
Ristvedt and C. L. Leadholm. 

This was a two-day meeting. The 
first morning Vice-president Slattengren, 
who acted as chairman, spoke on “Mu- 
tual Trust—1934 Model,” and Mr. Noble 
on “Raising Our Sights.” In the after- 
noon the subjects of “Breaking New 
Ground,” “Selling Annuities,” “Sales 
Presentation,” and “Use of Income Set- 
tlements” were treated and a general in- 
struction conducted on planning, pros- 
pecting and selling, led by General 
Agent Hertsgaard. The banquet was 
held that evening. 

Mr. Noble was chairman the second 
morning and a question box was con- 
ducted. Mr. Hertsgaard spoke on “20 
Years in Life Insurance,” and Mr. Noble 
on “Sales Demonstration.” A discus- 
sion followed. Mr. Slattengren was 
chairman the second afternoon, speaking 
on “Mutual Trust Objectives in 1934.” 
A round table conference for general 
agents only was held. 





Farmers & Bankers Nebraska Meeting 


Fifteen Nebraska special agents of 
the Farmers & Bankers Life of Wich- 
ita, Kan., and several general agents 
met in Lincoln for an all-day round 
table conference with F. B. Jacobsha- 
gen, secretary, and H. W. Milner, super- 
visor of agents for the northern divi- 
sion. 
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METROPOLITAN AGENTS MEET 


A sales congress in Chicago and trip 
to Mackinac Island by some 800 agents 
of the Metropolitan Life in Illinois and 
Indiana are planned for Sept. 7-9. In 
the interim an all-around production con- 


based on 
minimum 


dinary and accident business, 
1,000 points per man with 


tion. The sales congress will be held 
the morning of the first day with ten 10- 
minute talks. Vice-president H. E. North 
and several other officials will attend 
from the home office and talk. There 
will be addresses also by successful 
agents, managers and assistant managers 
on such themes as prospecting, closing, 
etc. The agents then will go aboard the 
“North American” and “South Ameri- 
can” of the Georgian Bay line for the 
trip to Mackinac and will return Sept. 9. 
R. H. DuFlon, manager of agencies cen- 
tral division, held a conference in Chi- 
cago this week with the managers of the 
43 branches in that city. Successful 
agents in production contests over a 
wide’ area in the central west have been 
going to the Century of Progress in Chi- 
cago as the guests of the company. 


COYNER mAS ‘=e INCREASE 


For .the first seven months of this 
year, the C. L. Coyner agency of the 
Mutual Life of New York in Chicago 
shows an increase in paid for full an- 





nual business of 23 percent, number of 
applications 26 percent, 


written busi- 


NATIONAL 


test is being held including industrial, or-. 


placed business of $40,000 for qualifica-’ 





UNDERWRITER 


ness 27 percent The agency does not 
operate in Cook county and the business 
was written almost exclusively in agri- 
cultural and rural sections. 

* . * 
STAY-AT-HOMES STAGE DRIVE 
rhose in the L. H. Kellogg agency of 

the Equitable Life ui New York in Chi- 
cago, who were left behind in the trek 
to New York for the 75th anniversary 
celebration of the Equitable Life, girded 
their loins and put on a special drive for 
business. Of the 65 agents who stayed 
at home, 60 qualified for a golf day out- 
ing at the Cherry Hill Golf Club near 
Chicago and 45 turned out for the day. 
The agency had a goal of $500,000 for 
the month and went over the top. The 
committee in charge of the drive con- 
sisted of Fred Lampman, the only unit 
manager in the Kellogg agency who did 
not go to New York, Robert Tilpington, 
Carroll Tressler, G. O. Barber and 
Harry Shapiro. 


ON CLAIMS 


The Illinois department of insurance 
has recently been called upon to inquire 
into the activities of several agents who 
have been presenting a multiplicity of 
small claims against companies for 
which they have been licensed. Investi- 
gation by the department has resulted in 
the cancellation of all licenses held by 


CHECK UP 
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two agents. Others are still under jp. 
vestigation, 

It was found that these agents, often 
without the knowledge of their assured, 
would present claim papers to the com. 
pany to which the names of both as. 
sured and claimant would be forged. In 
most cases the claim was made in the 
name of an entirely fictitious person 
and checks given in settlement were 
forged with the fictitious name. 

The evidence obtained by the depart- 
ment in the two completed cases has 
been turned over to the proper author- 
ities so that criminal prosecution may 
be had. 

* * * 


BUDINGER AGENTS ENTERTAINED 


Approximately 15 agents of the F. J. 
Budinger agency of the Franklin Life 
in Chicago were guests of Vice-presi- 
dent Rollin Young and Supervisor of 
Agencies W. C. Peck at the world fair, 
The Budinger agency leads the entire 
field organization of the company in 
both paid and written business for the 
year to date. 


J. H. McNish of East Orange, N. J, 
who retired last month as New Jersey 
deputy commissioner, plans to sail this 
month for a stay in his native land, 
Scotland. 











over 


beneficiaries 





The Criterion 


T HE true measure of progress 

in an institution is perform- 
ance—not for the day only—but 
over the years. This progressive, 
time-tried Company is in its fortieth 
year of consistent, conservative, 
steady performance. It has paid 
$93,000,000 
to policyholders and their 
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NEWS OF THE FRATERNALS 





— 


N. F. C. Takes Part in Case 


Files Brief in Woodmen Circle’s Action 
Before Oklahoma Supreme Court, 
in Tax Wrangle 








The National Fraternal Congress has 
fled a brief as amicus curiae in the Okla- 
soma supreme court in a suit believed to 
be a key case on the question whether 
fraternals should be taxed in the state. 
A large number of suits have been filed 
at the instance of Governor Murray, 
against societies operating in the state, 
seeking to collect back taxes and fees al- 
leged to be due. The basis for the action 
is the theory the societies issue the same 
kind of insurance as legal reserve old 
line companies and should be similarly 
taxed. 

The case before the Oklahoma su- 
preme court is the Supreme Forest of 
Woodmen Circle, plaintiff in error, vs. 
Stella Bowen, defendant in error. The 
N. F. C. is represented by H. W. Fulton 
and J. F. Sheen, Chicago attorneys. 

The tax cases revolve around the 


15 Trail Blazers 
NEW YORK AND OHIO 
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[icon now we could use 15 
men in New York and Ohio 
in territories where we do not 
have District Managers. And 
those men could make an out- 
standing connection. But.. we 
want first to locate such men 
in those territories as soliciting 
agents. Results alone to be the 
judge of capable men. Promo- 
tion will be as rapid as results 
warrant. 


If you would like to see us from 
the “inside” before inquiring 
about our proposition, simply 
write and ask for a copy of 
our monthly bulletin the ‘’Trail 
Blazer.” We will also include 
a folder on our Children’s Insur- 
ance, Birth to Age 10. After you 
read these you may want to 
inquire, in confidence, about 
our proposition, in which event, 
address: 


E. PARKER WAGGONER 


Superintendent of Agents, Buffalo, N.Y. 
® 


18 POLICIES . . BIRTH TO AGE 60 
Dependable Protection 


Whole Life Special © 20 P, ; i j 
: i ‘ayment Life Special « Multiple 
Option Life and Annuity © 10 and 20 Year Modified 
Gia Life © 10 and 20 Year Family Income ¢ En- 
: 0 Pa at Age 65 © Ordinary Life, Endowment at 85 
"olf 1s ald Life, Endowment at 85 © 10, 15 and 20 
Term ooVment © Special Convertible Term * 10 Year 
Children’s Policies, Three Forms, Birth to Age 10. 
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Praetorians vs. Bloom case decided 
March 26, 1918, in which, the N. F. C. 
points out, a commissioner appointed by 
the court committed several errors, 
erroneously finding that the Praetorians 
did not issue ordinary life contracts, 
when in fact, the N. F. C. states, two 
policies of this type were issued; and 
also finding that “fixed, certain and in- 
variable premium payments were pro- 
vided,” whereas the record discloses no 
mention of any premium amount to be 
contributed by members. 

The commissioner also asserted that 
while the Praetorians operated at a profit 
the assured did not share in this, a state- 
ment which the N. F. C. brief argued 
is wrong as there is no capital stock nor 
distribution of profits in the Praetorians, 
and any savings or profits accrue to the 
common benefit of members by means of 
reducing cost of insurance. These points 
are the heart of the Oklahoma case. 

The N. F. C. brief concludes that the 
Oklahoma legislature in adopting a code 
for regulation of fraternals shows a con- 
struction. and interpretation of the con- 
stitution at variance with the opinion in 
Praetorians vs. Bloom; that contracts 
for protection issued by the Woodmen 
Circle are according to statutes and in- 
terests of members are uniform and mu- 
tual-within a proper and reasonable con- 
struction of the Oklahoma constitution; 
that in all states, including Oklahoma, 
fraternals are exempted from certain 
laws relating to life companies, the 
courts holding this exemption justified 
by the corporate structure of the socie- 
ties, which were organized not for profit, 
without capital stock and with a repre- 
sentative form of government and ritual- 
istic form of work. 

The courts have held these differences 
sufficient to justify legislatures in plac- 
ing fraternals in a class by themselves, 
providing a code for their control and 
government and exempting them from 
general insurance laws. 

The exemption of fraternals from op- 
eration of general insurance laws does 
not depend in any measure upon whether 
more than one form of insurance con- 
tract is issued, but upon the distinctive 
character of the fraternal society, with- 
out capital stock, operating not for profit 
and with a representative government, 
the brief states. 

The court is asked to modify the opin- 
ion in Praetorians vs. Bloom by holding 


‘that where a society has the open con- 


tract and is organized without capital 
stock, not for profit and with represen- 
tative government, it does not violate 
the Oklahoma constitution even though 
more than one form of insurance con- 
tract may be issued. 


W. O. W. in Big Increase 


The Woodmen of the World wrote 
$42,309,000 of new insurance in the half 
year, President D. E. Bradshaw reports, 
as compared with $23,984,000 in the 
same period in 1933, an increase of 76 
percent. The financial statement as of 
July 1 shows assets over $117,000,000 
or $3,600,000 more than on July 1, 1933. 


File Additional Tax Suits 

OKLAHOMA CITY, Aug. 2.—Two 
more fraternals were added to those 
against which suits were filed in Gov- 
ernor Murray’s attempt to recover al- 
leged back taxes and fees. The socie- 
ties sued were the Polish Roman Cath- 
olic Union and Catholic Order of For- 
esters, the state asking $4,997 and $3,036 
respectively. 


Not Licensed in Wisconsin 


Commissioner Mortensen of Wiscon- 
sin advises that the Loyal American 
Life Association which was reinsured 
with 100 percent lien by the Ben Hur 
Life of Crawfordsville, Ind., has not 
been licensed in Wisconsin since 1932. 
In reporting the deal, Wisconsin was 
listed as one of the states in which the 
Loyal American had been operating. 


Wuat Six Monrus TELL 


LAMAR LIFE FIELDMEN — — 
Increased paid-for business 42% 


Increased insurance in force $1,275,000. 


THE COMPANY — — 


Increased assets each of the past four years 


with substantial increase for 1934. 


Increased its holdings of liquid bonds 61.4% 
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The Company of 
Opportunities 


Opportunities for live, aggres- 
sive agents right now with 
Yeomen Mutual! A mature 
company—with youthful en- 
ergy in its home office and 
agency forces—with a financial 
structure second to none—with 
a new, result getting portfolio 
of ‘customized’ policies—every- 
thing that spells sales and suc- 
cess for you. Grow with this 
growing company. Write. 





Financial position today strong- 
est in company history. Nearly 
60% of assets in Government 
and Municipal Bonds. 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 








14 








THE NATIONAL UNDERWRITER 








August 3, 1934 








Peoria Life Case 
Up for Decision 





(CONTINUED FROM PAGE 3) 


appeared in company with J. P. Sulli- 
van. The two have sought to be in- 
terested in one way or another with the 
disposition of several other defunct com- 
panies. He condemned the bid of the 
Life & Casualty, although expressing 
the belief it was the best before the 
court. He contended that every item of 
expense would be charged to the Pe- 
oria Life ‘fund and he estimated the 
management expense for the first year 
would be $271,000. He contended the 
actual physical assets of the Life & 
Casualty amount to only $1,554,015 
when policy loans, premium notes and 
deferred and uncollected premiums are 
taken out. 
Wolfenbarger Is Heard 


J. B. Wolfenbarger, former general 
counsel of the Peoria Life, who is 
sponsoring a scheme for the organiza- 
tion of a new company to take over the 
Peoria Life, the new company to be 
headed by G. W. Van Fleet, who was 
president of the Peoria Life many years 





l ago, said either his proposal or that of 
the United Benefit Life should be ac- 
cepted. A company should not be con- 
sidered unless it has an “A” rating, he 
contended. ; 

H. P. Pratt, Peoria attorney, who 1s 
acting for a group of policyholders pro- 
posing to organize a new company, 
asked the court to require the Life & 
Casualty to present a statement of the 
amount of Old Colony business which 
is now upon its books. He also asked 
the court to have the Life & Casualty 
produce a copy of its contract with the 
Life & Casualty Agency Corporation. 


Life & Casualty Tells Story 


The Life & Casualty waited until the 
end of the hearing to present its case. 
The company was represented by Earl 
Hodges. He said that the ratio of 
bonds and cash to total assets of the 
Life & Casualty was 49 percent and not 
18 percent, the figure quoted by the 
United Benefit. He said the Life & 
Casualty has $258 per $1,000 of insur- 
ance in force compared with $43 for the 
United Benefit. As to the handling of the 
Old Colony Life business, he said the 
Old Colony situation presented some of 
the most adverse conditions and some 
of the least possibilities of any company 
of any consequence which has ever been 
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passing them on to Southland Life 


and Agency Manager. 


HOME OFFICE a . : 
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Home Office Leads . 
a Southland Specialty! 


Home Office leads are like “money from home” to the agent... and 
Southland executives realize this. The Agency Department, and the 
Public Relations Department are constantly developing new leads and 


If you like this kind of support, write in confidence to Clarence E. 
Linz, First Vice-President; or to Col. Wm. E. Talbot, Vice-President 


Southland Life Insurance Company 
HARRY L. SEAY, President 
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A limited number 





make a profitable 


A GENERAL AGENCY 
OF YOUR OWN 


of selected IOWA-MINNESOTA-NEBRASKA 


territories of proved productivity are now open for general agency 
representation. This is an unusually advantageous opportunity to 


connection with a strong company whose record 


of 28 years of service to agenys and policyholders speaks for itself. 


Write us at once. 


Net policy reserves over S on 000.00 


Admitted assets over . 


The Old Line C ri arRa 


000,000.00 


pits Vite 


INSURANCE COMPANY 
CEDAR RAPIDS, IOWA 


Colonel C. B. 


Robbins, Presiden 


C. B. Svoboda, Secy.—Jay G. Sigmund, ieeiinen & Agency Director 











1333 Majestic Bldg. 





Over Forty Years of Faithful Service 


T. F. NORRIS CO. 
REALTORS 


Specializing in Property Management 
DETROIT 


Cadillac 4925 

















available for reinsurance. For three 
years, prior to receivership, the man- 
agement of the Old Colony had suc- 
ceeded in defeating the efforts of the 
insurance department to bring about a 
receivership. During this period its 
condition was generally known and its 
business was subjected to raids. He 
said that $8,600,000 of that business is 
on the books. The charge that if the 
Life & Casualty moves to Peoria it 
would forfeit all value in its equity in 
the present home office property in Chi- 
cago is unwarranted, Mr. Hodges said. 
The home office is on one of the best 
intersections of the near north side of 
Chicago. The ground floor is occupied 
by a prominent drug company. As to 
the statement that the United Benefit 
Life did not have any problems of its 
own, he pointed out that the United 
Benefit wrote about $150,000,000 of busi- 
ness in seven years and now has only 
$54,000,000 of insurance in force and 
reserves of only $1,659,000. 


Rating System Ridiculed 


Mr. Hodges also took a shot at the 
Best’s rating, saying that for 1929 Best 
rated the Illinois Life, Security Life, 
National Life, U. S. A., and Missouri 
State Life, “A.” All of these com- 
panies, he then added, have failed. The 
agency contract referred to by oppon- 
ents of the Life & Casualty, he said, is 
now in process of dissolution. Mr. 
Hodges turned over to the court photo- 
static copies of telegrams from Peoria 
Life agents recommending the Life & 
Casualty bid. 

The court suggested that the out-of- 
town bidders offer to put one or two 
Peoria citizens on their boards of di- 
rectors. The court has requested each 
of its bidding companies to submit a 
detailed itemized financial statement, 
enumerating stocks held and giving full 
information about assets. The court re- 
fused to hear J. P. Sullivan, who said 
he wanted to submit a bid. 

The various other bidders either were 
heard briefly or presented briefs. 


Practical Course 
Taken by Bureau 





(CONTINUED FROM PAGE 3) 


they need motivation, 
to handle their men. 
It was not long ago that the Re- 
search Bureau staff thought there was 
great opportunity for development of 
scientific methods of selecting agents; 
that some sort of formula might be de- 
vised after much field work. They are 
now convinced the problem of agency 
turnover, and of making agents success- 
ful, is not so much one of selecting men 
who can sell life insurance as of training 
agency heads so they can teach the 
“mine run” of agents how to sell it 
with more or less success. This does 
not mean that selection should be any 
less careful. A quick weeding out of 
obviously unsuitable agents is consid- 
ered absolutely essential today. 
Emphasis in the agency building 
school in Chicago is on building for sta- 
bility rather than recruiting, etc. It is 
recognized this is a long time job. One 
of the most distressing problems is 
that of the older agents. These without 
every assistance and encouragement 
from their agencies in infrequent in- 
gies will be able to get back on their 
eet 
Manager Holcombe and his assistants 
for over a year have been trying out in 
selected agencies throughout the coun- 
try a method of getting the old men 
back into production, and the results 
have been amazing. A veteran is 
brought in to the manager and asked 
to name a few prospects and set forth 
their situation and needs. These are 
discussed and the manager says, “I will 
show you how I would go about selling 
these.” : 
He then gives a sales demonstration 
on each case. When he is through he 
calls upon the agent to repeat the dem- 
onstration. Then if possible the agent 


training in how 








is sent out the same day to interview 
these prospects and repeat the talk, 
This is more successful than trying to 
induce the veterans to learn stock pre- 
pared talks. The idea has been used 
with great success also in the case of 
new agents. 

The Chicago meeting is being at- 
tended by some 22 home office men, 
who were to have had a separate meet- 
ting that was abandoned. Among these 
are Vice-president J. H. Leaver, Cen- 
tral Life, Des Moines; N. M. DeNezzo, 
agency assistant Aetna Life; Ben Wil. 
liams, educational director Bankers of 
Iowa; Edgar Webb, home office agency 
assistant Equitable of New York; R. 

Bierbaum, supervisor, and W. C. 
Peck, agency supervisor Franklin Life, 
Springfield, Ill.; J. T. Lynn, superin- 
tendent of agents General American 
Life; A. K. Dysart, Jr., agency assist- 
ant Great West Life, Winnipeg; F. A. 
Hicks, superintendent of agents, and 
R. . Langdon, secretary Guarantee 
Mutual, Omaha; P. A. Collins and T. 
A. Stokes, home office supervisors 
Metropolitan; J. A. Hawkins, manager 
of agencies Midland Mutual, Columbus; 
Lee Cannon, superintendent of agencies, 
and C. D. Greenfield, Jr., agncy service 
department, Montana Life; L. R. Lunoe, 
superintendent of agents, and J. if 
Prather, assistant agency supervisor 
Mutual Trust, Chicago; W. G. Preston, 
Jr., assistant secretary-assistant treas- 
urer Ohio National; H. O. Chapman, 
secretary-treasurer Policyholders Na- 
tional, Sioux Falls, S. D.; Joseph Dick- 
man, agency manager Provident Life, 
Bismarck, N. D.; C. C. Doyle, superin- 
tendent of agents Reserve Loan; Ray- 
mond Mecherle, assistant secretary- 
treasurer State Farm Life, and H. V. 
Wade, assistant to the president United 
Mutual, Indianapolis. 


Roud Table for Company Men 


Special round table sessions for the 
home office men were held July 31- Aug. 
2 and will be held Aug. 6-9. The sub- 
jects are: Compensating managers and 
general agents, improving agency super- 
vision, setting agency department pol- 
icies, agency costs and financial super- 


vision, the rewriting problem, getting 
new agencies and new managers 
started, and planning the production 
program. 


The home office men also were pro- 
vided ten tasks to perform in the sem- 
inar such as planning in detail a pro- 
duction program to carry on for the 
year, detail plan for improving super- 
vision of agencies, etc. 

Sixty-five general agents, managers, 
supervisors and home office men are at- 
tending. The curriculum covers all the 
important phases of the agency buiider’s 
job, recruiting, training, supervision and 
financing. Virtually every section of 
the country, except the Pacific Coast, is 
being represented. In addition to the 
school at Chicago the bureau held 
schools this year at Niagara Falls, Ont. 
a Wells, Tex., and Santa Barbara, 

al. 


Farmers in Oklahoma Are 
Using Frazier-Lemke Act 





OKLAHOMA CITY, Aug. 2.—For 
the first two weeks of operation of the 
new Frazier-Lemke bankruptcy act 
farmers of western Oklahoma, where 
the drought brought ruinous results, have 
taken advantage of the act at the rate 
of one a day, it is shown in reports. 
Under the act, meetings of creditors are 
held at which plans for composition oF 
extension of farmers’ obligations are 4! 
ranged. This assists the debtor to ips 
out an agreement whereby he may 
charge obligations with an extensiot 
time. 

Conciliation commissioners are 4P- 
appointed in each county who act 48 
mediators in the arrangements that may 
be made_ between the creditor an 
debtor. It is estimated that liabilities 
will total $125,000 on petitions already 

on file in the office of the federal district 
court clerk. 
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SALES IDEAS AND SUGGESTIONS 








San Francisco Agency Staff Forms 
“Union”, Demands Right to Work 
at Business of Life Underwriting 


Members of the Fidelity Mutual Life 
agency, in San Francisco have formed a 
“union” and presented Manager W. J. 
Arnette a long list of “demands” on 
which they “refuse to arbitrate.’ The 
“ynion” and its makeup is an unusually 
interesting take-off of industrial unions, 
which have been engaged in a serious 
strike on the Pacific Coast. 

The object of course is to stimulate 
business production and it appeals to the 
men in an indirect and unusual manner. 
The plan was devised by Assistant 
Agency Manager J. M. Mitchell, who 
plays on the powers and dominating 
traits of the business manager of labor 
unions. The organization is entitled the 
“Society of Life Insurance Counsellors, 
Advisors & Go-Getters.” The constitu- 
tion states that the president and other 
oficers will perform all duties and “such 
other duties as may be suggested by the 
business manager,’ who also has com- 
plete control over all income and ex- 
penditures. The list of demands, which 
tells the story, is: 


Many Demands Made 
of Unusual Character 


“We demand that we be supplied free 
of charge with an unlimited supply of 
applications, forms, rate books and what- 
ever may be necessary to effectively 
catry on our business. 

“We demand that all completed ap- 
plications turned into the office before 





4 p. m. be forwarded to the head office 
the same day, by air mail. 

“We demand that work hours shall 
be from 8:30 a. m. to 5 p. m. each week 
day except Saturday, with one hour, 
from 12 noon to 1 p. m., allowed for 
luncheon, and that wre on Saturday 
be from 8:30 a. m. to 1p 

“We demand that we rs ‘permitted to 
leave the office not later than 9 a. m. 
for our work in the field. 

“We demand that we shall not be re- 
quired to come into the office during 
the lunch hour. 

“We demand that no penalty shall be 
enforced for failure to report at the 
office at 5 p. m., provided it can be 
shown that the member was in confer- 
ence with a prospective customer of life 
insurance. 


Insist on Privilege 
of Working After 5 P. M. 


“We demand the privilege of working 
after 5 p. m., on Saturdays after 1 p. m., 
and on Sundays. 

“We demand that all time between 5 
p. m. and 8:30 a. m., that all time after 
1 p. m. on Saturdays and that all time 
on Sundays shall be classified as over- 
time. 

“We demand the same rate of pay for 
overtime. 

“We demand that no rule, regulation 
or order be promulgated forcing us to 
attend picture shows, ball games, play 








golf, discuss foreign affairs or politics 
between the hours of 8:30 a. m. and 5 
p. m. 

“We demand that we be permitted to 
concentrate on selling effort on one con- 
tract, unless the prospect should defi- 
nitely indicate a need and desire for 
something different. 

“We demand that we be permitted to 
use an organized sales talk to the ex- 
clusion of all useless conversation. 

“We demand that we be permitted to 
plan each day’s work in advance. 

“We demand that we shall be per- 
mitted to keep a record of time control 
on form 2114 to be furnished free of 
charge by the management. 

“We demand that we shall be per- 
mitted to turn these reports in to the 
management at the end of each week. 

“We demand that the management 
thoroughly analyze these reports and 
return them with constructive criticism. 

“We demand that we be permitted to 
set a minimum goal of 40 hours of sales 
work each week. 

“We demand that we be permitted to 
set a minimum goal of 15 closing inter- 
views for each week. 

“We demand that we be permitted 
to set a minimum goal of ten referred 
prospects for each week. 

“We demand that, in addition to our 
regular compensation, that all men who 
qualify as master workmen before Sat- 
urday, Sept. 1, shall be awarded, by 
the management, a necktie, the value of 
which shall not be less than $2. 

“We demand that all members who 
submit at least one completed applica- 
tion by 8 a. m. Saturday of each week 
during the five-week period starting July 
30, shall be guests of the manager at 
breakfast on Saturday, the minimum 








CU. | 


The Minnesota C. L. U. chapter is 
having a two-day session in Minneapolis 
Aug. 2-3, with Dr. S Huebner as 
the principal speaker. He will also 
speak at a dinner arranged in his honor 
by the alumni of the University of 
Pennsylvania in the twin cities. 

Harold Kaufmann, Minneapolis, and 
A. F. Breher, St. Paul, are president 
and vice-president of the Minnesota 
chapter. 














menu to be fruit, ham and eggs, toast 
and coffee. 

“We demand that all members who 
do not submit an application shall at- 
tend the breakfast, but shall not be 
forced to tax their digestive apparatus 
by eating more than doughnuts and 
coffee. 

“We demand that in addition to the 
cost of the above mentioned neckties and 
breakfasts, the management shall pay 
the tax-dodging, capitalistic sales tax. 

“We demand that a bulletin be pub- 
lished each week giving classifications of 
members and that this bulletin shall con- 
tain such other material as will tend to 
stir up strife and discontent. 

“We demand that nothing in these de- 
mands shall be construed as limiting 
our business to one application a week. 

“We demand that we be permitted at 
any time, day or night, to call upon the 
management for help, suggestions or ad- 
vice. 

“We demand the privilege of making 
further demands without notice. 

“We refuse to mediate, arbitrate or 
compromise.” 
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Fine Field Record for First Half of 1934! 








46% in volume. 


50 UNION SQUARE 








Guardian business during the first half of 1934 
exceeded that during the same period of 1933 by 


Business in June, 1934 exceeded that for June, 1933 
by 72% in volume, and was the biggest monthly 
total since December, 1931. 


The June, 1934 increase represented The Guardian 
Life field’s eighth consecutive monthly gain...the 
llth increase in the 12 months of the Club Year, 
which ended June 30th, 1934! 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
ESTABLISHED 1860 


NEW YORK CITY 

















guaranteed low cost. 


has to pay. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


@ All policy contracts are issued on a non-par- 
ticipating basis with guaranteed benefits at a 
No guesses, no estimates 
no uncertainties, no change in what the client 
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Program for Atlantic City 
Meet of Fraternals Ready 


(CONTINUED FROM PAGE 1) 

President Bradley C. Marks of the 
N. F. C. will preside in the general 
sessions, assisted by Vice-president 
Judge J. C. Karel, Milwaukee, Secretary- 
Treasurer T. H. ‘Cannon and Executive 
Secretary Frances R. Leahy. The pro- 
gram is: 





August 21, 10 a. m. 

Congress convenes, President Marks in 
the chair. 

Invocation, Rev. T. J. Whelan, Holy 
Spirit Catholic Church, Atlantic City. 

Address of welcome, Mayor Harry 
Bacharach of Atlantic City. 

Greetings, Deputy Commissioner C. A. 
Gough of New Jersey. 

Welcome, L. V. Longbothom, president 
New Jersey Fraternal Congress and Con- 
necticut state manager A. O. U. W. of 
North Dakota. 

Greetings from Canada, 
quette, president Canadian 
Association. 


Charles Du- 
Fraternal 





Response, Judge John C. Karel, vice- 
president N. F. C. 

Address, Colonel C. B. Robbins. 

Reading of minutes 1934 _ session, 
Thomas H. Cannon, secretary-treasurer. 

Appointment of sessional committees. 

Report of secretary-treasurer. 

Report of executive committee. 

Report of credentials committee. 

Report of auditing committee. 

Afternoon 


Announcements. 


Report of president. 

Address, Chairman Jesse Jones of 
the RFC. 

Address, A. N. Guertin, actuary New 


Jersey department. 

“The New Era in Fraternal Progress,” 
Peter F. Gilroy, head consul Woodmen 
of the World, Denver. 

Discussion of Mr. Gilroy’s paper: S. H. 
Hadley, president Protected Home Circle; 
H. Bruce Meixel, president The Grand 
Fraternity. 

Report of committee on statutory legis- 
lation, De E. Bradshaw, president Wood- 
men of the World. 

Report of committee on junior mem- 
bership, Mrs. Cora E. Phillips, juvenile 
director Protected Home Circle. 
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CONSULTING ACTUARIES 
500 Fifth Avenue New York City 








ILLINOIS 
CAMERON & CHAMBREAU 


Consulting Actuaries and Tax Consultanis 
Building 








Reconstruction 
Agency Planning 
Pension Plans 
ce, Shoreham Bldg. 


Organization 
Federal Tax Work 
Management 


Washington Offi 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
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Consulting Actuary 
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Consulting Actuary 
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Report of committee on distribution. 
August 22, Morning 

“Field Promotion,” F. C. Campbell, 
field director A.O.U.W. of Minnesota. 

Plection of officers. 

“Practical Values in Junior Insurance,” 
N. J. Williams, vice-president Equitable 
Reserve. 

“Interest Factors Now and In the Fu- 
ture,” John E. Little, actuary, Maccabees. 

Reports of committees: States of the 
orders and statistics, Walter C. Voecks, 


chairman, secretary Lutheran Mutual 
Aid; general welfare, Miss A. Emily 
Napieralski, chairman, president Polish 
Women’s Alliance; fraternal ethics, Mr. 
Meixel, chairman. 

Afternoon 


“Interesting and Important Court De- 
cisions,” R. F. Allen, assistant counsel 
Standard Life Association. 

“The Validity of Ontario Municipal 
Securities,’ James Patrick MacGregor, 
Sons of Scotland Benevolent Association, 
Toronto. 

National Advertising Campaign, John 
Cc. Snyder, president Ben Hur Life. 

Reports of committees: Bureau of pub- 
licity, Mrs. Elizabeth M. Mehan, chair- 
man; lodge activities, Haydn Arrow- 
smith, chairman; legal cooperation, F. A. 
Service, chairman; blanks and confer- 
ence, W. T. Eldridge, chairman; consti- 
tution and rules; bond information and 
service, Mrs. Frances Buell Olson, chair- 
man. 

August 23—Morning 

Reports from sections: Presidents,’ 
Philip Steele; Secretaries,’ Frank Hough; 
Medical, Dr. G. C. Winterson; Law, Earl 
R. Stiles; Press, Mrs. Clara Bender. 

Report of committee on resolutions. 

Unfinished business. 

Communications and bills. 

New business. 

Installation of officers. 

Adjournment. 


Companies Forbid 
Unofficial Tests 





(CONTINUED FROM PAGE 1) 


quickly finds its way around among 
those interested. 
Until now the possibility that exam- 


iners unaffiliated with any company 
would make the unofficials has been 
slight. Unaffiliated examiners were not 


so close to the various companies’ re- 
quirements, in the first place, and sec- 
ondly, it was desirable to have an offi- 
cial examiner even if the independent 
man was just as good, because with an 
official doctor the examination counted 
as official if it turned out to be satis- 
factory. 

In view of the new general prohibi- 
tion of unofficials, it is regarded quite 
possible that some _ enterprising nhvsi- 
cians may set up offices to specialize in 


making such examinations. Companies 
banning unofficials could of course 
threaten to cancel the contracts of 


agents resorting to such means when 
and if they found it out. 

They could also make it a warranty 
by the applicant that he had undergone 
no preliminary examination, or, that if 
he had, the findings thereof were to be 
available to the company. The diffi- 
culty would be that the preliminary ex- 
aminery would be under no compul- 
sion to tell the truth about his findings, 
which would leave the insurance com- 
pany just about where it was, except for 
the danger signal indicating that an 
extra-strict examination would be de- 
sirable. 


Protection for Mortgagees 
Under Frazier-Lemke Act 


(CONTINUED FROM PAGE 2) 


we have actually received more liberal 
terms from the court than the terms we 
had previously offered to the debtor. In 
one case (a city mortgage), the debtor 
was letting both taxes and interest go 
into default whereas the court fixed a 
monthly rental more than sufficient to 
cover both. 

“We are inclined to be apprehensive 
of the effect of new measures and 
think that is especially true perhaps with 








persons like myself who have the re. 
sponsibility for the investment of other 
people’s funds. Nevertheless it is true 
that measures of this sort, if fairly and 
honestly administered, usually hurt a 
fair-minded creditor less than he an. 
ticipates.” 





Guardian Life’s Convention 


Is Held at Hot Springs, Va. 


(CONTINUED FROM PAGE 1) 


for the 1934-35 Club year, elected by the 
executive committee: President, F. C. 
Brinkman, Jr. of Shreveport; first vice- 
president, Bernard Friedman of New 
York (Eisendrath); second vice- presi- 
dent,Glenn Isgrig of Cincinnati; vice- 
presidents-at- -large, eastern district, ie. 
Tyson of New York; central district— 
M. R. Levi of Evansville; southern and 
southwestern district—H. T. Green of 
Atlanta; Pacific, mountain and_ north- 
western district—-T. G. Herbert of Den- 
ver, and secretary, F. A. Bachur of the 
home office. 

Following the close of the convention 
proper, an all-day meeting of Guardian 
managers was held. Plans for the 75th 
anniversary club year, which opened 
July 1, 1934, were explained and the 
groundwork laid for progress during the 
months immediately ahead. 


Income Bond Is Withdrawn 


The Lincoln National will withdraw 
its single premium life annuity with in- 
surance benefit at death, known as the 
“4 percent income bond,” ‘Sept. 1. 

It will fix $25,000 as the maximum 
amount it will accept in any one cal- 
endar year for all single premium an- 
nuities either on single or joint lives 
including the single premium retire- 
ment income policy. The right is re- 
served to make payments in accordance 
with settlement option one over a pe- 
riod of not more than seven years where 
the cash surrender value of any such 
policy amounts to $5,000 or more. 


SIX MILLIONS 
GAINED FIRST 
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Year. Every 
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